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and 
““WEATHER- 
MASTER” 
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New Master 
Fitter 
Styles 
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The same good shoes ... FREEMANS FOR 18 YEARS 


In the same good store . . . HELFRICH’S 


f-. Helfrich’s, of Ashland, Ky., have been 
ad selling Freeman Shoes for eighteen 


X 
\ 


“anee years. With the new complete Master- 
Fitter line, they are going to sell more Free- 
mans this season . . . and line up more repeat 
customers for 1939. 


Helfrich’s sell Bootmakers, 
Master Fitters, and Freemans 


They meet the needs of all classes of trade 
with the best shoes for the money. That’s the 
way to make business grow! 

E. S. Serey, manager for Helfrich’s, tells us: 
“Your high quality merchandise and splendid 
service in filling orders keep our merchandise 
fresh and complete, and our customers satis- 
fied.” 

And he adds: “We find that once we fit a 


Freeman Shoe on a man, we've got a customer... and 
very often he'll send a friend in—and we add another 
name to our Freeman list.” 

Sell Freeman Shoes and build business that sticks by 
you! Write for catalog and set a date to see the complete 
new line spread in your store. . . . Freeman Shoe Corpora- 


tion, Beloit, Wis. 


Helfrich’s, Ashland, Ky. 


a: EMA N SHOES - Worn with Pride by Millions 

















S°TTHE Penalty of Leadership. 
“In every field of human en- 
deavor, he that is first must per- 
petually live in the white light of 
publicity. Whether the leadership be 
vested in a man or in a manufac- 
tured product, emulation and envy 
are ever at work. In art, in lit- 
erature, in music, in industry, the 
reward and the punishment are al- 
ways the same. The reward is wide- 
spread recognition; the punishment, 
fierce denial and detraction. 
“When a man’s work becomes a 
standard for the whole world, it 
also becomes a target for the shafts 
of the envious few. If his work be 
merely mediocre, he. will be left 


severely alone; if he achieves a 
masterpiece, it will set a million 
tongues a-wagging. Jealousy does 
not protrude its forked tongue at 
the artist who produces a common- 
place painting. Whatsoever you 
write, or paint, or play, or sing, 
or build, no one will strive to sur- 
pass or to slander you, unless your 
work be stamped with the seal of 
genius. Long, long after a great 
work or a good work has been 


OV ano SHWE Wecolh 


done, those who are disappointed 
or envious continue to cry out that 
it cannot be done. Spiteful little 
voices in the domain of art were 
raised against our own Whistler as 


a mountebank, long after the big 
world had acclaimed him its great- 
est artistic genius. 

“Multitudes flocked to Bayreuth 
tc worship at the musical shrine 
of Wagner, while the little group 
of those whom he had dethroned 
and displaced argued angrily that 
he was no musician at all. 

“The little world continued to 
protest that Fulton could never 
build a steamboat, while the big 
world flocked to the river banks to 
see his boat steam by. 

“The leader is assailed because 
he is a leader, and the effort to 
equal him is merely added proof 
of that leadership. Failing to equal 
or to excel, the follower seeks to 
deprecate and to destroy—but only 
confirms once more the superiority 
of that which he strives to supplant. 
There is nothing new in this. It 
is as old as the world and as old 
as the human passions—envy, fear. 


[9] 





greed, ambition, and the desire to 
surpass. And it all avails nothing. 
If the leader truly leads, he remains 
the leader. 

“Master - poet, master - painter, 
master-workman, each in his turn 
is assailed, and each holds his 
laurels through the ages. That 
which is good or great makes it- 
self known, no matter how loud the 
clamor of denial. That which de- 
serves to live—lives.” (Cadillac’s 
most famous advertisement written 
in 1914 by Theodore F. Mac- 


Manus. ) 
* % * 


A CLEVER business-building de- 
vice used by Byck Brothers Com- 
pany of Atlanta is the following, 
printed on the back of each sales- 
man’s card: 





“Below is your shoe record. A 
letter or telephone call giving this 
information will bring another pair 
to you immediately. DATE 
STYLE SIZE...... WIDTH 


” 


ord” and hands it to each customer 
as she leaves the store, so that she 
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has the name of the salesman who 
waited on her; the style of shoe last 
purchased, and her proper shoe 
size and width. 


* * * 


BREFRESHING hot weather news 
for taxpayers: In 1933 the Govern- 
ment paid an annual rental bill of 
$826,000 for 1,191,735 square feet 
of private office space in Washing- 
ton. Today the Government pays 
an annual rental of $3,000,000 for 
3,245,727 square feet to house al- 
phabetical soup agencies in the 
Capital, which cannot be jammed 
into huge new Government build- 
ings loaded with workers and non- 
workers. The Government’s civil 
payroll alone now is about 850,000 
who receive approximately $125,- 
000,000 per month. Senator Borah 
once remarked that the army of 
Government payrollers pouring out 
of the multiplicity of departments 
and agencies in Washington resem- 
ble the flight of locusts from Egypt. 


* * * 


6©>A COMMITTEE has been set 
up on the initiative of the National 
Register of Industrial Art Design- 
ers, and with the cooperation of 





the Boot Manufacturers’ Federa- 
tion, the British Quality-Shoe As- 
sociation, the Cordwainers’ College, 
and the National Institution of the 
Boot and Shoe Industry will inves- 
tigate suggestions which have been 
made for the training of designers 
for the British shoe trade,” says 
The Shoe and Leather Record of 
London. 

“Tt was considered that the 
scheme of training should provide 
an advanced course equivalent to 
the post-graduate course which is 
so widely. available in technical 
tiaining. The group of students to 
be so trained should consist, it 
was thought, of not fewer than 
eight and not more than twelve, 
and might be recruited either from 
within the industry (in which case 
they would probably possess a 
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— "When money is scarce, debts 
are contracted; dilatory and 
shuffling payments are made; 
young beginners are checked; 
good men are laid open to temp- 
tations, and opportunities are 
given to bad ones who must 
crave credit, or can not make 
suitable pay"— 

—Above was written in the year 
1670 by Rev. John Woodbridge, 
of Newbury, Mass., who, some 
claim, was the first American 
banker. 

—So it's quite evident that even in 
those remote days the vagaries 
of money and men were under- 
stood and taken for granted. 

—And inasmuch as the tanning of 
leather and shoemakinq were lusty 
young industries at that period, 
and located close by Rev. Wood- 
bridge, he no doubt counted 
among his customers the enter- 
prisina forbears of some of our 
trade leaders of today. 


T44 to 


President 





fairly complete knowledge of proc- 
esses) or might be selected from 
senior art students who would be 
given an intensive semi-technical 
training in the construction of shoes 
and specialized training in the cre- 
ation of designs of a_ practical 
nature. 

“Training would be given by the 
Royal College of Art in coopera- 
tion with the Cordwainers’ College 
and the students’ time would be 
divided between the two. 

“Three industrial scholarships 
are available, tenable at the Royal 
College of Art, and offered by the 
Board of Education. These carry a 
maintenance allowance of £100 per 


annum.” 
* * * 


THOMAS JENKINS of The Bon 
Ton Department Store in York, Pa., 
says: 

“Through the proper Control set- 





up for slow-moving merchandise 
and a_ systematic follow-up by 
the buyers and _— merchandise 
manager, a much improved mer- 


chandising operation will result. 


The plan in operation in our store 
is what we term ‘Merchandise Fol- 
low-Up Inventory Record.’ The 
term means nothing, the results 
mean ‘dollars.’ The Control is 
started at the completion of the 
semi-annual inventory, Jan. 31 and 
July 31. The merchandise is listed 
on the Control sheets from the in- 
ventory according to classification 
in each department, giving the 
Season number, description of the 
merchandise, number of units, unit 
price and the total amount of each. 
For the purpose of aging and the 
starting of this Control, merchan- 
dise is divided into four classi- 
fications: Merchandise on hand 6 
months or less; merchandise on 
hand 7 to 12 months; merchandise 
cn hand 13 to 18 months; mer- 
chandise on hand 18 months or 


over.” 
* * * 
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WOUNG LOCHINVAR 


O, Young Lochinvar has come out of 


Jo 





the West 

With feet that deny him a moment of 
rest, 

And save when bare-footed he comfort 
has none, 

His broken down arches have ruined his 
fun! 

You see, as a ranch-hand he sported in 
boots 

That give a fierce look to the fellow 
who shoots, 

With heels built so high that they never 
do track, 

Those two-story heels with big spurs on 
the back! 


Now Loch is a cripple, or nearly I'd say, 

As meek on the pavement he hobbles 
his way, 

The challenge is gone from his eye and 
his face, 

His mustache droops in a sorry disgrace, 

He walks like a rooster whose feet have 
been froze, 

As stiffly be stilts with but half of his 


toes! 
Yes, Loch was a wild one but now he 
is tame, 
No tender-foot fears him for Loch has 
gone lame 
—J. Eow. Turrt 
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MMIAJOR BENJAMIN H. NAMM, 
president of The Namm Store in 
Brooklyn, N. Y., says: 

“The American retailer, it seems, 
has been so busy trying to sell his 
goods that he hasn’t found time or 
words to sell to the public his func- 
tion in the social community—his 
place in the scheme of things. This 
may be a tribute to his native 
modesty, but it is also a reflection 
on his far-sightedness. For he has 
not realized that, in the long run, 
his industry will survive and pros- 
per to exactly the extent to which 
it commands public confidence.” 

A great “national retail demon- 
stration” in which stores at one 
time will attempt to bring to the 
fresh attention of the public the 
role they play as institutions of 
service for the 130,000,000 con- 
sumers of the nation and in meet- 
ing the daily needs of their com- 
munities, was enthusiastically ap- 
proved by merchants and retail 
representatives from various sec- 
tions of the country, meeting at the 
Hotel Pennsylvania, in New York, 
recently. 

Under the plan voted, stores of 
all types will be called upon to par- 
ticipate in such a demonstration 
for a week during the latter part 
cf September. The stores will put 
their best foot forward in planning 
attractive stocks of merchandise, ar- 
ranging displays, and in general 
dressing up their stores for public 
inspection during the period. In 
institutional advertising, in news- 
papers and other media, they will 
jointly stress (each store in its in- 
dividual way) the function they 
perform in the American scheme 
of things. 

A committee headed by Major 
Namm has been studying various 
ramifications of the effort. All the 
national retail organizations will be 
enlisted, as well as state and local 


N.R.A., to unite the merchants in 
a nation-wide effort to improve 
their relations with the public. 





AT a dinner party someone posed 
the question: “What is the most 
important thing in life . . . in peo- 
ple, in business, in things?” The 
quality of “BALANCE” was voted 


most important. 


* * * 


SAUL COHN, president of the 
National Retail Dry Goods Asso- 
ciation, says: 

“We need an extraordinary sense 
of leadership in our industry be- 
cause upon us shall fall, to a large 
degree, the obligation of keeping 
the fire well fed and business go- 
ing, until the point is reached where 
we can have a general recovery— 
not only in consumer goods but in 


the durable goods field as well.” 


* * * 


WHEN he is not selling shoes, 
Joseph A. Schaetzer, treasurer for 
many years of the Buffalo Shoe Re- 
tailers Association, finds his time 
pretty well occupied counting the 
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dollars of others. In addition to 
being treasurer of the shoe asso- 
ciation, Mr. Schaetzer has just been 
reelected treasurer of the Western 
New York Volunteer Firemen’s As- 
sociation, of which he has been a 
member for many years. 


* * * 


LEW HAHN, with a background 
of retail experience, says: 

“We all know that people don’t 
buy on a falling market—but that 
is the market we have been adver- 
tising in recent months. 

“We, as retailers, all want busi- 
ness; we want things to pick up. It 
seems to me that we can, by acting 
together, convey to the public that 
the tide has changed, and then if 
we step out at one time in the 
beginning of a new season with the 
very best displays, the most allur- 
ing merchandise—we will produce 
an effect on the public which will 
be beyond estimation.” 


* * * 


J. B. REINHARDT, Jr., is not 
only an active vice-president of 
Wizard Co., St. Louis, with their 
Trimfoot arch supports and Shoe 
Cosmetics Bars, but also a member 
of the teaching staff of Washington 
University, where he gives a series 
of lectures in advertising and mer- 
chandising methods. Also has his 
hobby in the form of a shooting 
lodge down near Bardstown, Ill. 
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retail bodies. The effect of the con- 
certed effort is anticipated—first, to 
further elevate public confidence at 
a time when business generally is 
expected to show strong advances 
and, secondly, to create greater ap- 
preciation of retailing as a major 
factor in economic progress. The 
demonstration as such will repre- 
sent the first attempt, except under 
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"If | were in your shoes, Boss, I'd get ‘em shined once in a while." 
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MEN’S SLIPPERS 
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Follow the Leisure Shoe Trend 


THE most interesting phase of the development of the 
Norwegian and Slack patterns as a universal shoe 
probably has yet to be developed; but, certainly the 
manner in which these new ideas have influenced the 
slipper set-up is amazing. The new and refreshing num- 
bers in most of the Fall lines have found their inspira- 
tion definitely in one of these attractive leisure shoes. 
And, this is a move in the right direction too, since the 
Norwegian and Slack patterns, when worn out of doors, 
were a real men’s shoe, the sort of thing a man would 
buy for himself. With a good cross-section of the Fall 
slipper line-up following through on these patterns, the 
chances of American men getting the sort of slippers 
they would buy for themselves are better than ever. 


Left to Right: Burgundy Opera, combining 
kid with alligator print. From Owens Shoe 
Co. Tan opera with distinctive contrasting 
band of dark brown. From L. B. Evans’ 
Sons. Natural pig combines with tan calf in 
this interesting opera. From Danvers Shoe 
Company. 








While slippers are always a way out for the feminine 
Christmas shopper who is looking for a present for 
dad, brother, or the boy-friend, he will be very much 
more satisfied with these new shoes. 

Christmas was always the season to sell slippers, but 
after that date, slippers were put away on the shelves 
for another year. 

Times have changed since then and although women 
still buy the majority of men’s slippers, retailers are 
gradually becoming aware that slippers are a year- 
round proposition and that if they merchandise their 
slipper lines for men, they will sell the men. There are 
very few men who like to shop (even if he does, a man 
won’t admit it) and it is an established fact that a re- 
tailer has got to show merchandise in order to sell 
the man. 


[TURN TO PAGE 28, PLEASE] 
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AMAeeessory 


N ew I. Miller Salon, on North 
Michigan Avenue, Was Planned 
with a View to Merchandising 
Shoes and Their Important Re- 
lated Accessories Together — Be- 
sides Serving a Fashion Purpose, 
This Modern Method of Merchan- 
dising Stimulates Sales and Ap- 
peals to Customers—New Miller 
Store in Hartford Planned on Like 
Principle, with Stylist on Staff 
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Co-ordination Idea 


Illustration at the top of this page shows one of the interesting accessory 
sections in the new Miller store, on North Michigan Avenue, Chicago. Photo 
below gives an idea of how shoes and accessories are featured together in 


window displays. 
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Unusual store front of Chicago store of I. Miller. Display windows and entrance are flush with the street. 


Dominates “Store of Tomorrow” 


A MERCHANDISING and promotional idea of un- 
usual significance finds expression in two new shoe 
stores recently opened by I. Miller & Sons, Inc., in 
Chicago, Ill., and Hartford, Conn. Described in adver- 
tising and publicity announcements as “Stores of To- 
morrow,” these beautiful new shoe salons actually em- 
body in their designing, layout and arrangement the 
principle that shoes and their important related acces- 
sories should be merchandised: together. These acces- 
sories include handbags, hosiery, belts, scarves and cos- 
tume jewelry. By making it possible for the customer 
to select all of these related accessories at the same 
time when she is buying her shoes, I. Miller is con- 
vinced they are not only adding to the sales and profit 
possibilities of the stores but rendering an added ser- 
vice to their customers. 

The idea of co-ordinated accessories is one which 
I. Miller stores have been promoting for a long time. 
It originated in some of the I. Miller departments in 
department stores, where the possibility of merchandis- 
ing these related items together was a natural develop- 
ment. Then it‘was introduced into I. Miller shoe stores 
in various cities, and everywhere it met with such a 


favorable response that the firm became convinced that 
here was a principle which was sound and logical. So 
they decided to carry it a step further and to plan and 
design new stores they might have occasion to open in 
the future, with the thought of co-ordinated accessory 
merchandising uppermost in mind. 

The illustrations show the prominence given to ac- 
cessories in special sections, displays and counters 
within the store, as well as in the designing of window 
displays. Note how the merchandise is made visible to 
customers in the counter show cases and on the shelves 
behind the counter. While she is being fitted with 
shoes, the customer sees accessories constantly before 
her, salespeople are trained to suggest them and in the 
Chicago store, Les Samuels, the manager, acts as fashion 
adviser to customers in this matter of costume co-ordina- 
tion. In the new Hartford store Miss Edith Stelke has 
been engaged as stylist to perform a similar function. 

Aside from the practical merchandising angle, the 
Chicago store is also interesting from an architectural 
standpoint, entbodying many ideas that are novel and 
different, as the illusirations will demonstrate. Pictures 

[TURN TO PAGE 35, PLEASE] 





1 NOW for a big, PROF- 

ITABLE Fall season, 
which should begin in real 
earnest right after Labor Day. 
Are you prepared for it? For 
the net three days however 
your big job is to cash in on 
the increased business that al- 
ways develops just before the 
Labor Day holiday. 


5 LABOR DAY. Last holi- 

day of the Summer sea- 
son. Enjoy it, for tomorrow 
marks the beginning of the 
busy Fall selling season. A good 
day to walk around the es 
ness district and see how your 
windows compare with those of 
your competitors. 


TOMORROW marks the 

beginning of National 
Men's Shoe Week. Plan to- 
day's advertising accordingly. 
Two other important lines to 
advertise for Saturday's sell- 
ing are women's style footwear 
and children's school footwear. 
Perhaps it would be better to 
advertise these lines in sepa- 
rate ads on different pages. 


13 THIS would be a good 
time for a letter or cir- 
cular mailing featuring your 
best seller in silk hosiery. It 
is no doubt a popular price 
number, and that is the thing 
to emphasize. [If you have 
been thinking of launching a 
Hosiery Club Plan this would 
be a splendid opportunity. 
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THE SHOE STORE 


Fall Styles Are 
Worthy of Effective Promotion... 


9 THE theme for today's 

newspaper ad for Satur- 
day selling is “New Fall Foot- 
wear for the Labor Day Holi- 
day"—and it should be a BIG, 
striking ad, reminding folks 
that to look their best next 
Monday they should step out 
in new, Fall footwear. If school 
begins Tuesday advertise 
school shoes too. 


6 IF you are a men's shoe 

merchant, you have four 
days left to perfect plans for 
National Men's Shoe Week, 
Sept. 10-17. In any event, a 
folder or letter on new Fall 
footwear styles should go in 
the mails this week. Empha- 
size your values for "price" is 
going to be a big factor to 
wg of your customers this 
‘a 


1 BE sure that your win- 

dows tie in with your 
Friday newspaper ads, espe- 
cially if you are promoting 
National Men's Shoe Week. 
And be sure nothing is left un- 
done to make your Saturday 
windows as interesting as pos- 
sible. If you received some 
new styles this week get them 
into the windows. Push your 
best sellers into the foreground. 


1 MAKE your weekly 
check of stocks today. 
lf it discloses any Fall styles 
that have not sold during the 
first two weeks in September, 
it is time to put selling pressure 
on those styles and get them 
out of stock before they be- 
come "shelf warmers," and 
have to be sold at a loss. 


3 IF you have not put your 
new Fall window back- 
grounds in place, do it now 
or at least before you go home 
tonight. Are all salespeople 
thoroughly posted on the new 
Fall = so that they can talk 
intelligently to their cus- 
tomers? Have a table of 
Hosiery in Fall colors. 


7 CHECK your stocks to- 

day and study the results 
of that check carefully. The 
merchant who watches his 
stock diligently at the begin- 
ning of the season has fewer 
“outs” and rarely finds it nec- 
essary to worry about turn- 
killers when the season ends. 
How did you check on hosiery 
colors? 


15 IS the store all ready 

for cold weather? Has 
the heating plant been in- 
spected po put in shape for 
— ee ney “se wd egg 
all your lights and replace a 
the weak and burned out 
bulbs? Have all necessary 
minor repairs to the premises 
been taken care of? 


8 IF you're in a college 
town an attractive vest 
pocket schedule of the year's 
athletic events will be an in- 
expensive but very effective 
piece of advertising. Require 
that people come in to the 
store to secure a copy, which 
will give you an opportunity 
a secure their names for your 
ist. 


12 CHANGE all of your 
window displays today, 
except your National Men's 
Shoe Week windows. You may 
wish to continue to show some 
of the same styles that were 
in the windows last week, but 
you can at least rearrange the 
displays so that they will look 
“different.” If you want re- 
sults from your windows you 
must change them often. 


1 6 TODAY you should have 

another good strong ad 
on women's style footwear. 
And a final punch on National 
Men's Shoe Week. Use plenty 
of space for the ad but do not 
try to fill it full of type and 
cuts. White space in an ad is 
often more effective than type. 
Devote your entire ad to one 
price line. 
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17 ARE you insisting that 

all salespeople practice 
"suggestion selling" during the 
busy season? If not you are 
simply permitting business to 
walk out your door! For in- 
stance, how many MORE pairs 
of silk hose would you have 
sold today if hosiery had been 
suggested to every shoe cus- 
tomer? 


91 THE day for the weekly 

check of stocks. If any 
of the slow sellers that turned 
up in last week's check have 
not begun to move, this week 
is the time to reprice them 
and get rid of them. There is 
no place in your stock for any 
but "fast sellers." 


99 HAVE you planned your 

October selling cam- 
paign? You should know NOW 
just how much you are going 
to spend for advertising and 
when! Windows should be 
scheduled, last year's records 
all reviewed to see what you 
did then to get business. You 
cannot expect a GOOD busi- 
ness unless you plan for it! 


92 IT is none too early to 
begin pushing boudoir 
and house slippers. And you 
will be surprised at how many 
you sell if you DO push them! 
Why let the department stores 
get all of this profitable slip- 
per business? Get your line 
out on a table where it can be 
seen. 


06 IN planning your new 
window displays for the 
week why not schedule chil- 
dren's shoes for another im- 
pressive display. Now that the 
schools have been in session 
several weeks parents are find- 
ing that the old shoes won't 
last much longer and that new 
ones are needed for the bad 
weather just ahead. 


30 OCTOBER begins with 
a Saturday and you will 
want to make it a good one, 
so today's ad should be a big, 
attention-getting one that 
newspaper readers just. cannot 
overlook. One or two g 
specials will help tomorrow's 
business and will help you dis- 
pose of slow sellers too. 


19 HAVE you had a really 

impressive window of 
special feature footwear since 
the Fall selling season began? 
If not, why not have one this 
week? You will be changing 
all your windows today and it 
will be a good time for you to 
put in a real attention-getting 
orthopedic display. 


93 YOU are in the height 
of your selling season 
now, so today's newspaper ad 
should be a biq one. And it 
should be a GOOD one too, 
with big illustrations, big 
prices, catchy head lines and 
brief snappy copy. And do 
not try to feature too many 
things in one ad! 


97 IF you put in the school 

shoes window yesterday 
as suggested, a mailing card 
to your customer list would be 
a splendid follow-up. Make it 
brief and suggest that with bad 
Fall weather ahead the old 
worn-out shoes should be re- 
placed with sturdy new ones 
for Winter. 


20 DID you send outa mail- 

ing announcing your 
Fall styles earlier this month? 
Why not follow it up today 
with a government postal card 
mailing with a very brief mes- 
sage? You might, for instance, 
say in big type “!0 More Stun- 
ning New Footwear Styles 
— This Week! Blank & 

°." 


94 BE sure your windows 
are good selling win- 
dows today. These busy Satur- 
days bring many additional 
people downtown. Are your 
windows the kind that will make 
them stop and LOOK? Are 
they orderly or cluttered? Are 
your display cards attention- 
compelling? Is the price of 
every number plainly marked? 


98 CHECK your stocks to- 

day for the last time in 
September. What do the re- 
sults show? How much of 
your investment is in slow sell- 
ers? How does your invest- 
ment compare with a year ago? 
How is the "out" situation on 
hosiery? These are the things 
you derive from a stock check 
that makes it worth while. 


IN Octeber the football season 
will be at its height. Select the 
types wf shoes that men and 
women who follow the game 
will wish to wear when the 
fashionably attired football 
crowds assemble. Plan to give 
them attractive promotion in 
ads and windows with football 
atmosphere. 
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To Drift 





“And now the little cobbler’s soul can rejoice 
Not because we are all grow. equally great, 
But because we are all equwully small.” 


THERE is an admirable text that I found in the middle 
of the book “WANDERERS”—and timely as well. 


When a shoe store finds out that its employees are 


more concerned with job security than they are with 
increasing their book of sales, we have evidently 
reached a day and age when mediccrity, safety and 
middle-of-the-road is of more importance than the ad- 
venture of new business and new faces and new cus- 
tomers. The salesmen in the store were comparing 
their weekly sales totals and some of them were ex- 
pressing satisfaction at having totals just above the 
dead-line. In one or two cases, they had helped out 
their fellows by adding sales to low books so that they, 
too, might cross the danger line. 

This may be good social doctrine and all that, but 
better business comes through better efforts of better 
men. Averages are an aggravation. The merchant 
owner of this store also discovered that clerical help 
would take cut after cut in a resigned sort of way that 
indicated that holding a job was of the utmost impor- 
tance, no matter what the income or living standards. 
This is indeed a strange day—when the security of a 
job is of such importance. 

Porters were needed for the handling of new stock 
and the rearrangement of the store, but none could be 
found ready to jeopardize his WPA standing, even 
though there was a $5.00 bonus above the relief rate. 
One porter said: “Even though you offer me a per- 
manent job, I’d prefer soft work for less than the hard 
work for more.” 

How far has this standardization gone and to what 
extent has it jeopardized business? When shoe stores 
buy goods that are safe rather than venture in some- 
thing new and smarter, is it a protective. policy? Every 
store and business should have some little edge “all 
of its own,” some promotion or service different from 
its neighbor so that the regular customers can find 
some thrill or satisfaction distinctive to that store. 

We are entering a Fall season when it is very nec- 
essary that each store does something to capture the 
imagination of the public. Every business should have 
some uncommon feature, whether it be in merchandise 
or in service. We must, by the same token, develop 
individuality for otherwise all business will become 
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equally small and reach the point of profitless distribu- 
tion. 

As a nation, we have set ourselves a difficult task 
to insure the American standard of living. We have 
the highest labor and production costs in the world, 
whether it be for wheat or for shoes. We have built 
our civilization around the standards of ownership of 
an automobile, higher education for our children and 
the apparel of Americans, not peasants. 

We are experiencing this year the biggest wheat and 
corn crops in a generation of farming. If the farmer 
were to depend upon world price levels for his income, 
our national purchasing power would drop to such a 
low figure that the entire nation would be bankrupt. So 
we proceed to subsidize the farmer and let the Govern- 
ment carry the surplus. We do this to hold up the 
American standard of living. 

World prices are probably too low for producers 
everywhere, the world over. To market our surplus 
is now a Government problem for it is said that Ar- 
gentine wheat can be marketed in the Dakotas cheaper 
than the price of raising it on our wheat lands. We 
know that shoes can be made abroad (without tariff) 
for less money than the wages that go into a pair made 
in America. And yet it is worth while for a nation to 
strive to keep its people “equally great.” 

We are fortunate in America in having a philosophy 
based on spending. That’s what keeps buying power 
up. If we can accelerate that spending, even though we 
do it at the expense of “debt dollars,” we are holding 
up the spirit of America, in the belief that things will 
turn for the better. 

We have, in the next few months, the makings of a 
fair business in shoes, at least, but they cannot be sold 
by a policy of stale standardization. Each pair must 
carry an interest on the part of the merchant and the 
clerk. 

If we are in a period of artificial prosperity, we can 
only wish for the best—while working hard in our 
separate ways to keep business active and profitable. It 
is obvious that America couldn’t lift the rest of the 
world up by its boot straps to the American standard 
of living. Neither can we retreat to the world’s standard 
of poverty because the temper of our people will not 
permit it. We stand, the one nation that has the greatest 
opportunity as well as responsibility. 
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GOODYEAR 


Plaigo” 


ia 


GOODYEAR WELT SHOES are readily 
adaptable to the modern platform types 
and provice a wide variety of striking 
effects featuring full platforms with dec- 
orative bindings or beaded welting in 


smart contrasting colors. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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hollywood 


Olivia De Havilland wears soft beige 

wool in her newest Warner Bros. 

picture “Four’s A Crowd.” The broad 

pointed belt and the exciting bag are 
of glazed brown alligator. 


THE newest fashion flash of the week seen in Holly- 
wood centers on the sandals of solid dusty rose maribou 
Shirley Ross is wearing in Paramount’s “Paris Honey- 
moon.” Edith Head designed these amusing high- 
heeled sandals to match Miss Ross’s romantic trousseau 
negligée of dusty rose satin, cut with a full circular 
skirt and quarter length sleeves of matching maribou. 


* * * 


Anita Louise brightly finishes off a tailored after- 
noon costume with new Fall ankle high coppery calf- 
skin shoes, much cut out in front but laced up the back 
with matching thongs: 

* * * 

Kay Francis has joined Hugh Herbert in the field of 
funny inventions. This Warner Bros. star has con- 
ceived a removable shoe heel and two sole and vamp 
adjusters, all attached, which make the wearer able to 
change over from high to low heels in nothing, flat. 
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S hirley Ross’s Maribou Sandals . . . Anita 
Louise Wears ’Em Ankle-High . . . Kay 
Francis Has Removable Heels . . . Flood- 
lights on Shoes . . . Charlie McCarthy’s 
Footprints . . . Jean Arthur Prefer Band- 
ages ... Flower-Pots Made from Old Shoes 
. . . Eleanor Powell Retires Her Famous 
Dancing Shoes . .. Ann Morriss Finds Com- 
fort in Size 12 Slippers .. . Anne Shirley’s 
“Kid” Wardrobe 


Miss Francis thought of the device while appearing in 
love scenes opposite leading men of varying heights. 
She has been accustomed to tennis shoes for short 
heroes, high heels for the taller stalwarts. Now, in- 


stead of changing shoes, she simply will shift heels. 


* * * 


Jeweled buckles on a pair of Margaret Lindsay’s 
shoes actually are miniature floodlights which may be 
easily turned on to light the way in or out of automo- 
biles or into dark rooms. The heels contain miniature 
batteries. 

* * * 

Jane Wyman makes gifts for her friends by lacquer- 
ing old shoes and planting cactuses in them. 

[TURN TO PAGE 28, PLEASE | 


footnotes 


Ronald Colman wears some 15th Century 
boots in the New Frank Lloyd production, 
“If I Were King.” Laminated pieces called 
“taces” are hung over the upper thighs 
from a belt and held in place by leg straps. 
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Boston Joins National 
Sales Crusade 


Boston, Mass.—Joining with other 
organizations in this city, the New 
England Shoe and Leather Association 
has organized a committee to cooperate 
actively with other industries in a 
community National Sales Crusade in 
order to make jobs by increasing sales. 
At the head of the committee, as in- 
dustry chief, is M. P. Gaddis, sales 
manager of the Hutchinson-Winch 
division of the International Shoe Co. 
Under Mr. Gaddis are the following 
division heads: 

Sole leather, S. N. Nectow, Vice- 
President, A. C. Lawrence Leather Co.; 
upper leather, G. T. McCauley, Sales 
Manager, Allied Kid Co.; shoe manu- 
facturers, George Barkin, Sales Man- 
ager, A. R. Hyde & Sons Co.; shoe 
wholesalers, Francis B. Masterson, 
President, Hub Shoe Co.; and shoe 
retailers, Frank Butterworth, Presi- 
dent, Spencer Shoe Corporation. 

Similar sales crusades, with the slo- 
gan “Sales Mean Jobs,” have proved 
very successful in some 500 cities and 
towns, including New York, Chicago 
and Milwaukee, where they have been 
organized. The originator of this idea 
was George Mason, president of Nash- 
Kelvinator, who proved to his salesmen 
that more work will result in increased 
sales, by going out himself in Lincoln, 
Nebraska, pushing door bells. 

Briefly, the plan is for each company 
to stimulate its sales force to greater 
sales efforts—by selling that extra pair 
of shoes—because the more sales that 
are made the more jobs there will be 
created. The consuming public in turn 
will be urged to spend more during 
the campaign—from September 6 to 
30—and thereby help create more 
jobs—and bring prosperity back. 

Information as to how any company 
can help in this crusade will be gladly 
furnished by any member of the com- 
mittee—or by the New England Shoe 
and Leather Association. 


Reverses Order of Sales 


LOUISVILLE, Ky.—Mr. Van Hoesen, of 
Crutcher & Starks, thinks he has solved 
the “sale” question profitably. He took 
a leaf out of the book of the fur mer- 
chants. If stores sold furs in August, 
why couldn’t shoe stores sell Winter 
shoes in August, instead of just getting 
rid of left over Summer stock? So he 
reverses his sales. He holds his sale 
of Summer and sport shoes in early 
Spring in March; those of Winter the 
first. of August. Instead of tying up 
money and taking up space with odds 
and ends, he puts them all on sale at 
a moderate profit. By August, people, 
he figures, are already tired of white 
shoes, and when you offer them at- 
tractive Fall shoes at reduced prices, 
they are eager to buy. Your odds and 
ends bring a profit, cash to buy new 
stock for the Winter season. As by 
this method, a store is selling a current 
need, customers do not expect a drastic 





“96's about time 3 stood 
on my own two. feet”’. 


“Feather-Eze” 
weight... 
constructed. 


IN 
STOCK 


Shoes are extremely flexible . . . 
anatomically correct . . 


This young man is right. He 
is ready to take his first steps 
into life and should be per- 
mitted to enjoy the barefoot 
freedom to be found in 


te 


By WATERBURY 
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Thus his tender and pliant 
muscles and ligaments will be 
strengthened through the nat- 
ural freedom of action assured 
in “Feather-Eze” Shoes. 


* Registered U. S. Patent Office 


THEY 
BEND 


THEY TWIST 
light in 
. specially designed and 


In white elk, unlined boots and ox- 
fords in pattern illustrated. Sizes: 2 
to 8; Bto E. 


Also, in white elk and white suede 
boots and oxfords, lined, plain toe. 
Sizes: 2 to 8; B to E. 


“Feather-Exe” Shoes should be available in every 
modern children's department. 


Send for Folder and Price List 


S. WATERBURY & SON CO. 


QUALITY FIRST SINCE 1820 


62 SCHENECTADY AVE. 


BROOKLYN, N. Y. 





reduction, so you can make a profit, in- 
stead of selling at a loss, and your sale 
serves as an advertisement as well. 
Mr. Van Hoesen found this method so 
satisfactory in the Spring that he is 
using it now. In his window, the shoes 
are displayed with a sign asking cus- 
tomers if they do not need Fall shoes 
and calling their attention to bargains. 


Feature Roulette Sandal 


MiaMI1, FLA.—The most startling of 
the new Fall shoes displayed in Miami 
is The Roulette featured at Burdine’s. 
This open shank, closed toe and heel 


sandal has a built-up heel resembling 
a pile of poker chips. Four “chips” to 
the heel. Sandals are of black or blue 
with cherry or scarlet contrast. This 
is a new version of the multicolor and 
carries the trim across the vamp in 
two narrow bands. The strap is also 
of the contrast, rather wide, with a 
big buckle. 


Remodels 


LittLE Rock, ARK.—The front of the 
Thom McAn Shoe Store, on Main 
Street here, is being repainted. Other 
remodeling is also being done. 
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Promotion 
In Full Swing 


School and College Footwear in the Forefront, 
with National Men’s Shoe Week Due for Pro- 
motional Emphasis in First Half of Septem- 


ber — Autumn Fashions Dominate the Ads. 


WV HILE millions sweltered from the 
combined effects of August heat and 
humidity, shoe men have gone bravely 
ahead with early Fall promotions. 
Some stores, no doubt, have soft- 
pedaled a bit on Fall shoe advertising, 
feeling that the public was in no mood 
to think of Autumn footwear while 
the mercury soared in the nineties, 
but for the most part the ads were 
planned and the merchants went right 
ahead with their plans on the assump- 
tion that they would at least serve the 
purpose of selling the public the 
thought that Autumn was on the way. 

Nevertheless, it was something of a 
puzzle to know just what to do about 
promotion in cities where most of the 


From now on, Fall styles and Fall 
selling will dominate the retail pic- 
ture. 
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population were too busy trying to 
keep cool to bother about early Fall 
footwear or anything else. In Chicago, 
Maling Brothers, who operate popular 
price stores and play the fast styles, 
straddled the situation neatly with an 
ad that carried the caption “Encore 
to Summer .. . Prologue to Autumn.” 
The ad featured a group of styles 
described as “In-Betweens” and de- 
signed, as the copy said, “for that lull 
in your life when white shoes tire and 
before Autumn styles are proper. We 
present ‘In-Betweens,’ footwear that 
is light in weight, dark in color and 
rich in texture. Wear them now... 
wear them four months from now. 
You'll look cute enough for the Sunday 
rotogravure section.” 

But, after all, Summer can’t last 
forever and torrid temperatures are 
already giving way to the inevitable 
march of the calendar. Mornings and 
evenings, at least, there’s a feel of 
Fall in the air and that means people 
must begin to think of Fall clothes 
and Fall shoes. Perhaps there’s good 
Fall selling psychology, after all, in a 
hot, uncomfortable August, which will 
make the change to cooler weather 
welcome and give folks a real zest for 
new Fall things. In any event, from 
now on retailers have no choice but 
to promote Fall with all the energy 
at their command, and with a favor- 
able prospect that customers will lend 
a willing ear. From now on, Fall shoe 
advertising will dominate the retail 
situation. 

Right now, school shoes are the big 
story for every merchant who is inter- 
ested in the juvenile end of the busi- 
ness. Already ads on school and col- 
lege shoes are in the papers, and they 
will play an imvortant part in Sep- 
tember advertising and promotion. 
Colleges, as a rule, do not open until 
mid-September or later. The opening 
of school does not mark the end of 
the season for school shoe promotion 
by any means, for many a youngster 
will wear his or her Summer play 
shoes or sneakers during the first few 
weeks of school and be in the market 
for new shoes a little later on. 

Merchants who sell men’s shoes 
should do some snecial advertising the 
first week of September on National 
Men’s Shoe Week. scheduled this year 
for September 10 to 17, inclusive. 





IN-BETWEENS 











A clever ad by Maling Bros., Chi- 
cago, that bridges the gap between 
Summer and Fall. 


Here’s a merchandising event timed 
perfectly to stimulate an early inter- 
est in men’s shoes—but not too early. 
By the tenth of the month men will 


be thinking in terms of Fall, and will 


have had at least one pay envelope 
after the Labor Day week-end, when 
Summer has its final fling. 

Events like National Men’s Shoe 
Week sell extra pairs, but more impor- 
tant than that they make men think 
seriously of their shoe needs and give 
retailers a logical opportunity for 
bringing the matter to the attention 
of their men customers. Well planned 
ads and window displays form the most 
effective avenues of approach, and 
early September is the logical time to 
put real promotion pressure behind 
National Men’s Shoe Week. 

Platform soles are being extensively 
featured in the early Fall shoe ads. 
Under the caption “News in Shoes,” 
Neiman-Marcus refers to the platform 
as an “expression of the ‘up-lift’ theme 
that runs through Fall fashions. 
Shown in the suede ‘Dutch-Boy’ oxford 
(rust, black or blue with Tokay, or 
Tokay with blue), and a suede sandal 
(all biack, black or blue with Tokay, 
brown with rust or Tokay with blue).” 
Frank More, of San Francisco, adver- 
tises a brand new version of the oxford 
with platform trim and describes it as 
“light on the foot ... soft as a slipper, 
with no toe-boxing at all and all-over 
perforations. It’s just what fashion 
ordered for this season’s casual easy- 
going.” Sonnenfeld of St. Louis de- 
scribes their platform soles as “com- 
fortable as sinking into a luxurious 
carpet.” We shall hear much more of 
these shoes, doubtless, as the season 
progresses. 
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9 SHOPS ON 


FIFTH AVENUE 
SAID... 


mn) ; 


“Yes, women do 
prefer shoes. with 
Scuffless Heels” 


pial 





™AHEEL” SCUFFLESS HEELS 


INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 
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Men’s Slippers Follow the Leisure 
Shoe Trend 


[CONTINUED FROM PAGE 15] 











Genuine camel’s hair fleecelined quarter inch cork sole with leather bottom. 


Exceedingly warm slippers to slip one’s feet into on a cold 
Made by slipper division of Beachcraft Sandal Company, Inc. 


light weight. 


Whether intentional or not, it has 
seemed in the past few years that re- 
tailers have selected their stocks with 
a view toward the attraction of the 
feminine customer. But it seems that 
in buying slippers, women take the op- 
posite viewpoint from that taken in 
selecting neckwear for the men. Where- 
as in men’s neckwear, women will go 
for the most outlandish patterns and 
colors, in buying men’s slippers, they 
stick to the old staple brown, blue or 
black kid opera. 

However, manufacturers have for 
some time been aware of the profit pos- 
sibilities in a full and stylish line of 
men’s comfort footwear and have year- 
ly introduced new styles and patterns 
designed to attract the masculine eye. 
For the coming season men’s slipper 
lines certainly contain the ammunition 
which, with proper promotion and dis- 
play, can and will put a retailer’s 
slipper business on a really profit-mak- 
ing basis. 

Leading the field is the popular opera 
but in many different and distinctly 
new patterns. Kid is the most popular 
material but many new and striking 
combinations of leather and fabrics 
have been put into Fall slipper lines. 
Kid combined with patent, alligator, 
pig, lizard and with itself in contrast- 
ing shades and novelty treatments 
make up a Fall line that is definitely 
new in the slipper field. 

There has been a definite trend dur- 
ing the past year or so to the develop- 
ment of a slipper or comfort shoe that 
a@ man can wear with his smoking 
jacket, pipe and favorite chair, and 
when the need arises, wear outdoors 
without the bother of changing over to 
a pair of shoes. Such has been the de- 
velopment of the slack or house shoe 
which, although definitely a comfort 
item, nevertheless is built for wear 
with its hard sole and rubber or leather 
heel. It is in this shoe that calf skin 


morning. Extremely 


enters the slipper field in the light- 
weight or baby calf in either smooth or 
boarded effects. 

Combinations of fabric and leather 
are also seen in the Fall lines in some 
distinctly new treatments. One par- 
ticularly outstanding slipper with this 
treatment is of lightweight, brown 
baby calf with a moccasin toe on a 
walled last. The forepart, except for 
a band of leather across the instep, is 
of tan camel’s hair. 

Holding a definite place in the Fall 
lineup are the woolly lambskin slippers 
particularly adaptable in the cozy and 
scuff or mule types. The wool has been 
electrified which gives the slipper a 
very soft and luxurious appearance. A 
new item in this type slipper is the in- 
troduction of the wedge heel with a 
hard sole. 

Speaking of soles, these may be 
either hard or soft, but the develop- 
ment of the slack or house shoe with 
its hard sole has made a very definite 
place in the slipper field for the hard 
soles. One recent development in sole 
treatment is that of giving a soft sole 
a hard sole effect with a special treat- 
ment of the edge of the sole. 

Colors and combinations of colors 
are many but still leading in men’s 
slippers are brown and_ burgundy. 
These colors are particularly adaptable 
to color combinations and go well in 
combinations of materials. Blue and 
black run about even in third place 
with black particularly adaptable to 
patent leather. 

Certainly this attractive slipper line- 
up for Fall should enjoy a prominent 
place in store and window promotion. 
The manufacturer has done his part 
in presenting an outstanding and style- 
ful showing and there is no reason why 
the retailer cannot make his slipper 
business make up a good percentage of 
his yearly profit. 


Hollywood Footnotes 
[CONTINUED FROM PAGE 24] 


Virginia Grey, who appears in “It’s 
Now or Never” introduces the quaint- 
ness of a Dutch costume for garden 
and home mornings. A full skirt of 
brilliantly striped silk, the tie back 
apron is black and the shoes—wooden 
ones—hand-painted posies and all. 

* * * 


Saw Ruth Husset wearing a smart, 
snapbrim sport hat of dark alligator 
skin with shoes, belt and bag to match. 


* * * 


Arc lights blazed, cameras clicked, 
flash lights flared—and Charlie Mc- 
Carthy was nearly speechless—for the 
first time in his life—when he, with 
Edgar Bergen, went through the cere- 
mony of having their footprints im- 
pressed in concrete in the forecourt of 
Hollywood’s famous Grauman’s Chinese 
Theatre. “Bergen, we’re famous,” was 
all he could utter. But after the cere- 
mony Charlie found his voice to de- 
mand, “Now who is going to pay for 
these ruined shoes?” 

* * * 


In “Paris Honeymoon” Shirley Ross 
wears a dark red wool daytime dress. 
Shoes, bag and gloves are of dark red 
antelope in keeping with designer Edith 
Head’s preference for two-color Fall 


costumes. 
* * * 


Ike and Mike, Eleanor Powell’s 
famous dancing shoes, have been re- 
tired after three years of such M-G-M 
hits as “Born to Dance,” “Rosalie” and 
others. Recently on “Honolulu” Ike 
collapsed. Now these famous slippers 
will be bronzed and given a prominent 
place in Miss Powell’s collection of 


memoirs. 
* * 


Virginia Bruce, one of the tallest of 
women stars at five feet seven inches, 
possesses one of the smallest pairs of 
stellar feet. All of the two dozen pairs 
of shoes included in her wardrobe for 
“There Goes My Heart,” current Hal 
Roach production, are her regular size 
of 4% B. 


* * * 


This is about Bing Crosby, so it is 
about hoss shoes. Two years ago a 
Crosby colt named “Fight On” won a 
race at Santa Anita and paid $165 
for a two buck ticket. In the race the 
nag threw one of his shoes. Bing found 
it and always carries it to the sound 
stage for the opening of work on a 
new picture. In “Paris Honeymoon’ 
Crosby himself throws this same shoe 
—through a glass window. 


* * * 


Lana Turner is taking to the plat- 
form evening shoes like nobody’s busi- 
ness. She likes the “feel” of the soles 
after an evening of dancing, and the 
contrasting colors available. Then, too, 
this M-G-M actress likes that extra 
height these soles gives her. 
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Sees Spur to Business in 


Labor Standards Act 


WaAsHINGTON—Elmer F. Andrews, Administrator of 
the Fair Labor Standards Act and former New York 
Industrial Commissioner, has set the wage-hour ma- 
chinery into motion with the assertion that the new 
law, effective Oct. 24, will affect some 4,000,000 workers 
immediately and will spur business rather than ham- 
per it. 

Andrews, mild mannered, almost retiring, created a 
favorable impression on the whole among members of 
the newspaper fraternity and prompted reports that, 
while the new law in many respects parallels the ill- 
fated NRA Act of several years ago, its administration 
may be the very antithesis of many of NRA’s methods. 
Not only is there a shafp contrast in personalities but 
apparently if Andrews has his way there will be little, 
if any, ballyhoo, no crack-down technique, no rush to 
cover as many industries as possible, no political grab 
bag for jobs—at least on a wholesale basis. The law 
puts most employees under civil service. 

One trade association representative in Washington, 
who has worked rather closely on several occasions with 
Mr. Andrews, describes the new appointment as clearly 
one of the best made during the present administration. 

Without closing the door to possible revision on the 
basis of future experience, Andrews describes the new 
law as “a good one,” suggests that it might be called 
“the better business act,” and apparently is not bothered 
—at least outwardly—by the widely accepted view 
that he has a tough job ahead. 

One of the first jobs to be tackled by the New 
Yorker, who faces lower pay and higher hours for 
himself while in Washington, is the designation of in- 
dustry committees which are to include representatives 
of labor. This will plunge him headlong into the cur- 
rent labor controversy involving the AFL and the CIO 
every time he names a labor representative for an in- 
dustry where both labor factions have conflicting mem- 
bership groups. 

Then there is the highly controversial question of 
geographical differentials—a subject which threatened 
for a time to block all action on a wage-hour bill— 
which must be faced by industry committees although 

they can either approve or deny requests for differ- 
entials in making recommendations to the administrator 
after weighing all the factors. Andrews insists, however, 
that both industry and the administrator take it for 
granted that there will be sectional differentials. 

A number of interpretations also will have to be 
made by the administrator before the act becomes effec- 
tive, or soon after. Because purely local retailers are 
exempted, it is expected that no necessity will arise for 
the administrator to define the term “local retailing 
capacity” since employees in this classification are 
clearly exempted from the minimum wage-maximum 
hour provisions. 








LOOK AT YOUR 
CARPETS FROM 
POINT of VIEW 


SHE’S looking at the shoes, of course, but 
always against the background of carpet. And 
Mohawk, in the background, helps close the 
sale. Beautiful in color, texture, and design, 
Mohawk fittingly frames your smartest shoes. 
And the soft, deep pile so cushions critical 
testing steps that shoppers say, “I’ll wear this 
pair home.” There’s a Mohawk, right in tex- 
ture, color, weave, and price for YOUR store 
—a Mohawk with good looks married to good 
hard wear. Call the nearest Mohawk Office for 
the “profit angle” of recarpeting with Mohawk. 


Illustrated here is Royal Boucle as installed at 
Lee Shoe Stores, St. Louis, and other leading stores. 


HAWK 
a 


STAGE YOUR SMARTEST STYLES 


AGAIN WE SAY 


MOHAWK CARPET MILLS, 295 FIFTH AVE., NEW YORK 


Boston Chicago St.Louis Detroit High Point 
REGIONAL SALES OFFICES m 
” l Dallas Los Angeles Philadelphia San Francisco 
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Heavy Weather Ahead 
[CONTINUED FROM PAGE 13] 


promise for a better one this year is 
indicated. 

Everyone knows that a season in 
grains is a profitable season, and with 
the same voice we might add that goes 
double in oil treated leathers. Last 
Fall a public which was given shoes in 
limited styles, developed from oil 
treated leathers, accepted them avidly. 
They were, for the most part, wet 
weather shoes, but there was enough 
novelty and customer appeal in the 
glovey, soft, oil treated leathers to meet 
with immediate response. This year 
you can offer your customer a full 
range of styles from plain toes to the 
heaviest brogues. These heavy shoes 
may be the answer to the problem, 
“What to do to bring back grains?” It 
looks very much like the heavy shoes 
for Fall that the old-timers talked 
about as being so great and profitable, 
back in the early 20’s. 

This return to heavy types will 
bring renewed interest in full brogues, 
because in a season of heavy leathers 
it is necessary to safeguard against 
monotony by relieving the surface of 
the shoes with plenty of pinking, per- 
forations and bold detailing. It may 
also mean more bluchers, as_ these 
glovey types of leathers make very 
attractive breaks and creasings on a 
blucher vamp. It is also true that fit- 
ting of heavy types of shoes favors the 
roomy expansiveness of the blucher, 
particularly when it has the regulation 
bellows tongue. 

To all these shoes, necessarily, come 
the important style and utility addi- 
tions of heavy storm welts, double and 
triple soles, and full leather linings. 
All of the shoes illustrated have the 
great eye appeal for the customer and 
these added details make good sales 
talking points, particularly if the cus- 
tomer has remarked the rugged char- 
acter of the shoe. Every merchant 
and salesman selling these shoes should 
have the proper background on the 
leathers from which they are made. 
We suggest that you consult your files 
of Boor AND SHOE ReEcoRDER for the 
article entitled “Water Repellent Leath- 
ers Find Important Place in Fall Pic- 
ture”, May 8, 1937, issue. 


MERCHANDISING SOURCES— 
HEAVY WEATHER SHOES 


Left-Hand Page—Left to Right: 

A five-eyelet blucher over a walled 
last in heavy Alpine Calf, in a rich 
parchment shade, with extremely heavy 
pinking and perforations. From 
James A. Banister Co. 

Red mahogany oil treated calf, very 
cleverly detailed in this five-eyelet 
blucher. From E. E. Taylor Corp. 

Tan Calf blucher with medallion 
perforated tip, over a rounder toe 
which incorporated the best features of 
the walled last. From Jarman Shoe Co. 

Nunn-Bush Shoe Company uses an 


oil treated veal in a rich, dark brown 



















































BOOT anno SHOE RECORDER, August 27, 1938 





Sells for 


50c 


DISPLAY 
CARD FREE— 


tons with color sticks. 


handles. Breshes avail- 

ble in lack, Brown 
Blue, Grey and White, Color Sticks in 
Black, Brown, Burgundy, Copper, Grey, Blue 
& White. Prices on request. 


ALL RUBBER Brush 


Easy to carry—fits the purse. Simple 
to use—the Color stick fits right into 


the brush, making a compact and at- 
——— set- -up. Thousands sold every 


on 
“Available in all five colors. 
Packed 3 dozen in beautiful counter 


display carton. 
WRITE FOR PRICES TODAY! 





Scott's RUBBER BRUSH 


NOW with Color Stick and Abrasive 
BETTER than EVER for SUED K. NAP LEATHER 










SUPERIOR 
Handle Brush 


A Beautiful Article 
Packed in attractive individual car 


You 
of 5 colors with harmonizing pastel 


SCOTT FOOT APPLIANCE CO. 


and FABRIC e 


Always unequalled for clean- 
ing Suede, Nap Leathers, 
etc., the addition of the 
Color Stick puts this fine ar- 
ticle so much in the lead 
that there just isn’t any 
substitute. . 
The Brush itself will keep 
the shoe free from dirt and 
the nap like new. A few 
strokes a day do the work. 
The Color Stick is for re- 
touching worn and_ faded 
spots, while the abrasive re- 
moves wax and other hard 
substances. 

WRITE FOR PRICES 

TODAY! 








Sells for 95e¢ 
OMAHA, NEBR. 











shade for this four-eyelet blucher, with 
medallion perforated Scotch tip and 
hand-sewn lacestay detail. 

Right-Hand Page—Left to Right: 

A light tan calf over a full English 
toe last in a plain harness stitched 
Bal, with full sole. From the Curtis 
Shoe Co. 

A wing tipped brogue with calf sad- 
Gle overlay made from a richly grained 
tan calf, with a hand-sewn welt. An 
example of fine hand _ shoemaking. 
From Stacy-Adams Co. 

W. L. Douglas Shoe Co. details a 
custom brogue in heavy dark tan calf, 
















making a refined looking shoe, al- 
though a decidedly heavier type. 

Edwin Clapp uses smooth tan calf in 
this interesting English blucher. The 
Bal Brogue with wide extensions is in 
black customer calf. Also from Edwin 
Clapp. 





Store Reorganized 

Detroit, Micu.— Helmut’s Custom 
Shoe Shop has been reorganized as the 
Famous Custom Shoe Shop. Helmut 
Anspach is head of the company and 


manager. Company has moved into 
new quarters at 4465 Beaubien Street. 






Two interesting Fall styles from the line of French, Shriner & 
Urner. Left, black calf brogue, wing tip, moramion perforation; 


right, custom 


brown c 


th straight tip and 


aw SO Pt Bo Orme 
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Merge Efforts for Better Shoe Displays 


In the above photograph, from reader’s right to left: Jack R. Korbet, president 
of New York Shoe Display Associates; Frank Stein, treasurer; Charles Fuiler, 


trustee; Edward Stein, trustee; Ben Emhoff, vice-president. 


NEw YorK—These five leading au- 
thorities on the design, building and 
installation of shoe windows have or- 
ganized under the name of the New 
York Shoe Display Associates to pro- 
vide shoe stores with finer windows, 
originally and exclusively designed; 
also, to assure the most advantageous 
working conditions for planning and 
designing the displays. Each of these 
men is well known in the shoe field, 
having designed successful windows for 
many prominent independent and chain 
shoe stores. 

One will find a trip through their 


spacious showrooms at 1150 Sixth Ave- 
nue, New York City, both interesting 
and instructive. There, at all times, 
may be seen eighteen full sized sample 
windows designed and _ completely 
trimmed and lighted just as they 
would appear actually installed in shoe 
stores. At the present time, a new 
series of Fall windows is on view. The 
modern settings include all back- 
grounds and platform accessories, dis- 
play materials, artificial flowers, glass 
and metal units, mannequins, etc. Also, 
show cards, silk-screen process work 
and sign materials. 





Early Sales Destroy Profits 


LouIsviLtE, Ky.—Mrs. J. D. Fowler, 
of Fowler’s Bootery, feels that it is a 
mistake to put on Summer sales too 
soon, and that this year, when a cool 
Summer delayed sales, and some mer- 
chants, in a panic, put on sales the first 
of July, they destroyed legitimate 
profits. People will buy white shoes, 
and a hot spell will come eventually, 
and she thinks it better to hold up 
prices till later on, getting a regular 
profit while the best buying season 
continues. By starting sales so early, 
profit on the greater part of the stock 
is lost, and when the regular time for 
sales comes—at the close of the Sum- 
mer when people want to renew their 
wardrobes—retailers have nothing to 
offer them. While it is possible for the 
individual merchant to hold off for a 
while, customer pressure finally forces 


him into the general policy. Mrs. 


Fowler feels that if the merchants got 
together and remedied th’s situation of 
early price cutting, it would result in 
more profits for all of them. 


Calls for Bids 
Boston, Mass.—The U. S. Quarter- 


master is call'ng for bids for making 
33,816 pairs of army shoes, type J, for 


mounted men. 
Bids will be opened Sept. 14. 


New Economy Department 


Opened 


New ORLEANS.—Tucked convenient- 
ly into a specious section right on the 
main floor, the new economy depart- 
ment of shoes at Maison Blanche opened 
recently. The shop is thoroughly mod- 
ernistic in style. 
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Jailored 
Tred SHOES 
have what it takes} 


to make “REPEATS” 43 
MART 
YLING 


— 
OMFORT 


PULAR 


BETTYE MONK $2.50 


TAILORED 
TREDS are 100% re 
Littleway Lockstitched % ‘o 
construction—scientific- 

ally designed with complete comfort 
features. They are carried in stock 
in the season’sleading leathers such 
as Black, Brown, Blue and Wine 
Suede— Black, Brown and Blue 
Kid. Broad or Fluted 

Cuban Heels. 

SIZES— AAA-5'2/9; 

A-5/9; 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
siaae 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Ios RES 


THIS WEEK IN THE SHOE TRADE 


Saturday, August 27, 1938 


Natienal News 





Distribution to be Conference Topic 


World Economic Trends Affecting Distribution to be Subject 
of Discussion by Well-Known European and 
American Speakers 


Boston, Mass.—This year’s Boston 
Conference on Distribution assumes 
international importance since world- 
wide economic trends which affect the 
business of distribution are to be dis- 
cussed by notable speakers from Eu- 
rope as well as from this country. 

Among others, Europeans who are 
included in the list of speakers for the 
two-day meeting beginning September 
26, include Lord Leverhulme, Gov- 
ernor of Lever Bros., Inc., of London; 
N. Baliol Scott, research and planning 
manager of Harrod’s, Ltd., one of 
London’s big stores; Henri Fayol, 
vice-president, Comite National de 
Organisation Francaise, Paris; Dr. 
H. M. Spitzer, Director, Wirtschafts- 
psychologishe Forschungstelle, Vienna; 
Anders Hedberg, president, Scandi- 
navian Luma Cooperative Lamp So- 
ciety, Stockholm; Dr. Julius Hirsch, 
co-founder, International Distribution 
Commission, Copenhagen; G. Holm- 
quist, Director, A/B Nordiska Kom- 
paniet, Stockholm; Dr. H. Pasder- 
madjian, general secretary, Interna- 
tional Association of Department 
Stores, Paris; John Ryan, sales man- 
ager, The Metal Box Company, Ltd., 
London; Mrs. C. R. Taylor, editor, 
Transport Management, London; and 
Harold Whitehead, Harold Whitehead 
and Staff, Ltd., London business con- 
sultants. 

Speakers from this country will in- 
clude Dr. John M. Cassels, Director of 
the Institute for Consumer Education, 
Stephens College, Columbia, Mo.; Dr. 
Melvin T. Copeland, Professor of Mar- 
keting, Harvard Graduate School of 
Business Administration; Dr. David 
R. Craig, president of the American 
Retail Federation; Harry Arthur 
Hopf, president of the Hopf Institute 
of Management; R. W. Doe, vice- 
president, Safeway Stores; Fred Laz- 
arus, Jr., vice-president and treasurer, 
the F. & R. Lazarus & Co., Columbus, 
O.; Ralph McA. Ingersoll, vice-presi- 
dent of Time, Inc.; Dr. Henry C. Link, 





DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill... Aug. 29, 30, 1938 


Official Leather Opening, Tanners’ 
Council of America, and N.S.R.A. 
Stvle Conference for Spring, Wal- 
dorf-Astoria Hotel, New York 

September 12, 13, 1938 


20th Annual Convention, New York 
State Shoe Retailers’ Association, 
Hotel Onondaga, Syracuse, N. Y. 
September 18, 19, 20, 1938 


National Igdustrial Stores Association, 
12th mual Convention, Hotel 
Netherland-Plaza, Cincinnati, Ohio 

September 19, 20, 21, 1938 


Shoe Manufacturers’ Spring Opening, 
E. A. Richardson, Manager, Hotel 
New Yorker, New York 
December 4, 5, 6, 7, 1938 


National Shoe Fair, Hotel Stevens, 
Chicago, II. January 3, 4, 5, 6, 1939 


Michigan Annual Shoe Fair, Hotel 
Statler, Detroit, Mich. 
January 8, 9, 10, 1939 


Joint Convention, Southwestern Shoe 
Travelers Association and Texas- 
Oklahoma Shoe Retailers’ Associa- 
tion, Gunter Hotel, San Antonio, 
Texas January 15, 16, 17, 18, 1939 


Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 

June 12, 13, 14, 1939 





The Psychological Corporation, New 
York City; Dr. Edward L. Lloyd, 
Chief, Market Data Section, U. S. 
Department of Commerce; Dr. Isidor 
Lubin, Commissioner of Labor Sta- 
tistics, U. S. Department of Labor; 
Malcolm P. MeNair, Professor of Mar- 
keting, Harvard Graduate School of 
Business Administration; Dr. Paul H. 
Nystrom, president, Limited Price Va- 
riety Stores Association; Mrs. Hor- 
tense W. Odlum, president of Bonwit 
Teller, New York City; L. J. Schu- 


maker, president, American Bakers 
Association; Hector Lazo, executive 
vice-president of the Cooperative Food 
Distributors of America; Dr. Willard 
L. Thorpe, Director of Economic Re- 
search, Dun & Bradstreet, Inc.; Q. For- 
rest Walker, economist, R. H. Macy 
& Co., Inc., New York City; Dr. George 
Gallup, Director of the Institute of 
Public Opinion. 

The prospects for a world census 
of distribution will be taken up at a 
pre-session meeting, to be held Sunday 
evening, September 25, at which this 
subject will be discussed by a number 
of foreign and American authorities. 
Those who attend this meeting will 
have before them a summary of efforts 
made along this line in different Euro- 
pean countries, prepared by the Inter- 
national Chamber of Commerce. The 
entire conference will be broadcast 
throughout the world over Station 
WIXAL by courtesy of the World- 
Wide Broadcasting Foundation, a non- 
profit association. 


Craddock-Terry Catalogs 


Received 


LYNCHBURG, VA.—Catalogs of the 
Natural Bridge and Billiken divisions 
of Craddock-Terry Company for Fall 
and Winter, 1938, are now available. 
As usual, these catalogs present the 
shoes both attractively and informa- 
tively. An interesting feature of the 
Natural Bridge catalog is the practice 
of posing each shoe against the figure 
of a young woman wearing the type 
of costume with which the particular 
shoe could be worn. The Billiken cata- 
log is made more decorative by margin 
figures of children at play. 


McMahon Bros. Plan Store 


BUFFALO, N. Y.—The McMahon 
Bros., George and Leo, both of whom 
are well known in the shoe trade in 
which they acquired a ripe experience, 
will open a new shoe store in Seneca 
Falls, N. Y. They have ordered the 
stock and are rapidly renovating the 
building along modern lines. They will 
occupy the old location where Voshag 
and Corey operated a shoe store for 
many years but which closed some time 
ago. 
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Retailers and Travelers Hold Outing 





Buffalo Shoe Men Enjoy Annual Picnic at Williamsville. 
Travelers Defeat Retailers in Baseball Game. 


BuFFALO, N. Y.—For the first time 
in many years, the traveling shoe sales- 
men took their customers, members of 
the Buffalo Shoe Retailers’ Association, 
into camp in a baseball game at the 
annual picnic of the retailers at Walk- 


and George Siefert, co-chairman. Ben- 
jamin Etlin was chairman of the 
athletic committee. The delegation from 
Rochester included Tom Hague, Philip 
Warmarke, George Kalb, Raymond 
Ball Christ 


and Fred kKusselman. 





Group of fans watching the travelers vs. the retailers ball game at the Buffalo 
shoe retailers’ outing 


er’s Grove, Williamsville, Aug. 17, by 
a score of 18 to 16. The travelers got 
off to a playing start which they main- 
tained through the seven innings and 
the result was not in doubt until the 
very last half of the seventh when the 
retailers staged a strong rally and 
scored six runs, just two less than suf- 
ficient to tie the score. 

The game was one of the most ex- 
citing held in years and both teams 
tried hard to win. Numerous bruises 
from sliding to bases were sustained, 
but the only casualty that appeared for 
a time to be serious was sustained by 
Irving Mack of the retailers who col- 
lided with another player and was laid 
low, semi-conscious, for a few minutes. 

A retailer, George Cooke, umpired 
the contest. Oliver LaReau was captain 
for the retailers. The other players 
were Irving Mack, Ben Fried, Dave 
Gorski, Dan Lauffer, Bob Holmes, Ben 
Thome, Walter Doback, T. Frank and 
8S. Tappin. 

Fred Briggs was captain of the 
travelers, his tegmmates being: J. Hol- 
lis, J. L. Stauffer, E. Bendheim, M. 
Yoder, Frank Swanson, Louis Rubin, 
Ed Krug, Walter Scholand, E. Reister. 

When it came to the tug-of-war, the 
travelers, flushed by their success at 
the ball game, pulled the retailers all 
over the grounds. 

There were a number of other athletic 
contests. 

The party was attended by retailers 
from Buffalo, Rochester, Angola, Lan- 
easter, Niagara Falls, Lockport and 
other cities and towns in Western New 
York. Fred Manning, was chairman, 





Schlenker, for over fifty years a shoe 
retailer, took top honors as the oldest 
shoe man present in point of continu- 
ous service. Mr. Schlenker has at- 
tended 29 of the last 30 picnics. 

The day proved ideal for the outing. 
Refreshments were served all after- 
noon and in the evening the members 
sat down to a delicious chicken dinner 
and afterwards enjoyed an entertain- 
ment. 

Joseph A. Schaetzer, veteran trea- 
surer of the association, who for many 
years has presided at the “gate” was 
this year unable to attend because of 
a conflict in engagements. His duties 
were taken over by the chairman and 
co-chairman. 


Alligator Shoes for Fall 


HOLLywoop, CALIF.—Suits and en- 
sembles for early Fall seek to lose a 
strictly tailored air, judging by the 
advance wardrobe for Lynn Bari, de- 
signed by Herschel for use in “Camera 
Daredevils.” 

These youthful outfits, most of which 
are for daytime, show in the suit class 
two very interesting examples that 
have soft, feminized lines and details. 
One of these is of rich emerald green 
tweed and is made with a tunic length 
jacket that is reminiscent of pre-war 
lines, the difference being that where 
tunics of that period flared slightly or 
definitely, this one is quite straight 
and fitted. It is cut to a length slightly 
below the knee, curved in front, fitted 
at the waist, and dips slightly at the 
back. 

This coat, featuring squared shoul- 
ders that emphasize the narrow waist 
and slim hips, is worn over a pencil- 
straight frock distinguished by an un- 
usual belt of polished brown alligator. 
The belt is fairly wide and shaped, 
and instead of a buckle, has a finish 
of a cluster of large stitched leaves of 
the leather which drop a little below 
the lower edge of the belt. Acces- 
sories follow out this color scheme, 
with a brimmed hat of thick green felt 
trimmed in two shades of brown gros- 
grain, gloves of brown, and shoes of 
polished alligator to match the belt. 





Stage Advertising-Sampling 
Program 


St. JOSEPH, MicH.—Cooper, Wells & 
Co., hosiery manufacturers, are stag- 
ing an advertising-sampling program 
in conjunction with General Mills, Inc., 
manufacturers of Wheaties. It is be- 
lieved that this program will be unique 
in its ability to create customer accep- 
tance for the hosiery. 

The campaign consists of radio ad- 
vertising over 84 stations as well as 
advertising in a national weekly maga- 
zine, which will present the hosiery to 
millions of American women. 





Another group of fans at the ball game held at the Buffalo shoe men’s picnic 
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Accessory Co-ordination 
Idea 


[CONTINUED FROM PAGE 19] 


of the new Hartford store, which is 
equally interesting will be published 
shortly. From these two stores many 
shoe merchants will gain ideas which 
will doubtless influence their thinking, 
merchandising and promotion, especial- 
ly with respect to this all-important 
subject of shoe accessories. 

The new Chicago store was officially 
opened Aug. 3, with a reception and 
showing of newest I. Miller creations 
to members of the press and Chicago’s 
leading style and fashion writers. 
Guests were at that time advised by 
Miss Pauline Rowe, I. Miller stylist, 
that this store was placing particular 
emphasis on ensemble selling. This 
means that when customers come in 
and purchase shoes, the service of the 
salon will not end there. The customer 
will be carefully advised as to the cor- 
rect shade and type of hose, the correct 
style and color of bag, gloves, and hat. 
Other accessories included in this en- 
semble merchandising include jewelry 
and scar¥es. 

A particularly dramatic type of dis- 
play is being used to carry out the 
ensemble selling and merchandising 
theme. In one corner of the salon is 


‘a glass enclosed room in full view of 


the customers. Here, displayed on wax 
figures, are the latest fashion crea- 
tions along with their correctly as- 
sembled accessories, based largely on 
the shoe selection. This type of dis- 
play, which customers can study care- 
fully and leisurely, means they need 
no longer imagine what a costume “will 
look like’ when completely assembled. 
It means that a woman can now see 
the newest style in shoes, right beside 
the newest styles in dresses and other 
wearing apparel. It means that in- 
stead of a salesman merely telling a 
woman that a certain type of shoe will 
look well with her new tweeds or her 
new formal, he can now point out the 
effect in the display. For the opening 
of the salon this display was devoted 
to a formal gown for the coming 
season along with the newest and cor- 
rect evening slippers, bag, gloves, 
jewelry, and evening wrap. This dis- 
play arrangement wili be changed fre- 
quently and will be devoted to different 
types of garments. Dresses, coats, 
suits, and other items not sold by 
I. Miller are supplied by other exclu- 
sive women’s shops in this section. 

In no respect does this shop have 
the appearance of the typical shoe 
store. Interior decoration is modern 
French, carried out both in wall dec- 
oration and motif and in all lighting 
fixtures, furniture, and other equip- 
ment. Walls are plum colored and 
woodwork white. Upholstered furni- 
ture is of the French period and the 
floor coverings harmonize. All stock 
is hidden and only a few small deco- 
tative tables are used to display mer- 
chandise in the store proper. 


The opening of this new I. Miller 
salon in this section where Chicago’s 
“400” shops, marks the departure of 
the company from its exclusive store 
on State Street. Carson, Pirie Scott 
and company now carry I. Miller 
shoes and hosiery in that section. 


J. Frank Jarman 


NASHVILLE, TENN.—J. Frank Jar- 
man, chairman of the board of General 


Shoe Corporation and founder of the- 


Jarman Shoe Company and affiliated 
shoe organizations, with headquarters 
in Nashville, died at his home here 
August 23. For nearly five years he 
has been reducing his business activi- 
ties to conserve his health, and at the 
time of his death practically all the 
executive management of the business 
was vested in his son, Maxey Jarman, 
W. H. Wemyas and the executives who 
had helped him create one of the largest 
businesses in Tennessee, an organiza- 
tion nationally known for its growing 
leadership in shoes. 


J. FRANK JARMAN 


Mr. Jarman was born in Murfrees- 
boro, Tenn. He went to school in Jack- 
son, Tenn., and was graduated from 
Union University, Jackson, with an 
A.M. degree when he was 18 years old. 
He went to work at a general store in 
Jackson after getting out of college. 
His duties were to open this store at 
6.00 o’clock in the morning, clean it 
out and close it up at 9 o’clock at night. 
In his spare time during the day he 
helped with selling. After a few years 
the business failed and a large creditor 
who took it over placed Mr. Jarman in 
charge of it. He closed out the store 
and worked for about six months in 
Cincinnati in a wholesale clothing 
house. 

Later Mr. Jarman came to Nashville, 
Tenn., to work for Carter-Dunbar Com- 
pany, a shoe-jobbing house, starting 
as a clerk in the shipping room. He 
finally worked his way up to a position 
as salesman and traveled a while. Afte 
a few years he went to Louisville with 
the Witherspoon Shoe Company, mak- 
ing women’s cheap shoes, as a junior 
partner. After about five years the 
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Witherspoon Shoe Co. reorganized and 
Mr. Jarman withdrew and returned to 
Nashville to go with J. W. Carter & 
Company as a partner in the business. 
He was with this concern until it grew 
to be a very sizable business. 

In 1917 Mr. Jarman went to France 
to do welfare work with the French 
Army. He returned in 1918 to J. W. 
Carter & Company and remained there 
until 1924. In that year he withdrew, 
and with W. H. Wemyas formed a part- 
nership, organizing the Jarman Shoe 
Company. They selected the name 
“Friendly Five” for a men’s $5 shoe, 
and from no business at all they have 
worked it up until “Friendly Shoes” 
are sold in every state in the Union 
and in eighteen foreign countries. Sub- 
sequently other lines were added. 

The General Shoe Corporation was 
formed in 1938, and when Maxey Jar- 
man became its president a little later 
on, Frank Jarman was chosen chair- 
man of the board. 


Otto R. Short 


Wausau, Wis.—Otto R. Short, former 
vice-president and general superinten- 
dent of the Marathon Shoe company, 
was found dead August 16 in his 
room in the Hotel Wausau, apparently 
the victim of a heart attack. He was 
60 years old. 

The former shoe manufacturer in 
July had spent a week at the Mayo 
clinic at Rochester, Minn., for treat- 
ment of an asthmatic cond'tion and 
an affected heart. He returned to 
Wausau August 4 from Hudson, Mich., 
after a visit there with his son, Rex 
Short. The latter arrive’ here from 
Hudson after being notified of his 
father’s death. 

Masonic funeral services were held 
August 18 at 11 o’clock at the Ritter 
& Deutsch funeral home in Wausau. 

Mr. Short was born in Kentucky, 
August 14, 1878. At Coldwater in 1900 
he was married to Ada Milks, who died 
at Hudson last Fall. 

Surviving are one son, Rex; a 
brother, S. E. Short, Kokomo, Ind., and 
three sisters, Mrs. Jeanette Kelly, In- 
dianapolis, Ind., and Mrs. Mannie 
Bowers and Mrs. Laura Martin, 
Muncie, Ind. 

Mr. Short was a member of Forest 
lodge No. 130, F. and A. M., and the 
Wausau Elks lodge. 


Caters to Younger Trade 


LOUISVILLE, Ky. — Mr. S. C. Gold, 
manager of Kaufman Basement Shoe 


_ Department, says that the key today to 


successful shoe selling is to cater to 
the youthfui element, to stock styles 
that appeal to the young girl, who is 
your largest potential buyer. He also 
keeps his stock up so as to lose no sales, 
through lack of sizes and styles. If it is 
possible to guess right in a style that 
strikes the popular fancy, push that 
one. 
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HOWELL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 


Your customers will like the modern style 
and comfort of Howell Chromsteel. You'll 
like the way it looks and wears. Write for 
Catalog of Shoe Store Equipment now. 








HOWELL © 








Appointed Resident Agent 


LittLeE Rock, ARK.—Morris Bern- 
stein, of Fort Smith, has been ap- 
pointed resident agent for the Wilker- 
son Shoe Company of Missouri, suc- 
ceeding Virgil Jacobs. 










Bright Slippers for Autumn 
[CONTINUED FROM PAGE 17] 


pink and wine—the two most popular 
colors. Several blues—royal, light and 
turquoise—and peach and a “new 
nude” are also being shown. Black or 
white satin combined with gold or sil- 
ver kid is very smart as is also black 
satin with a lacquer treatment in colors. 

In fabrics, there are also crépes and 
failles in a wide range of colors. Vel- 
vet is being given new interest by a 
number of different treatments. 

Prints, including flowered and Ori- 
ental, are in a number of lines. 

In leathers, suede, kid and a patent 
and suede combination are being used 
for dressy patterns. One very decora- 
tive slipper combines gold and silver 
kid. More tailored patterns are seen in 
kidskin. The fieece-lined boots, if they 
are not velvet, are usually in capeskin. 


Lamb’s Wool Popular Trim 


Sheared lamb’s wool is a popular 
trimming for such cold weather boots; 
coney or sheared rabbit gives a fluffy 
note to dressier patterns of satin or 
velvet. A little embroidery is being 
used very effectively on the same mate- 
rials. A shirred ruffle is a popular way 
of trimming a high front. Bows are 
classics and so are contrasting pipings. 
Perforations have never had much 
place as trimming on boudoir slippers 
since they are not easily adaptable to 
fabrics, but one patent and suede slip- 
per was seen with perforations. 

A number of the new treatments on 
shoes have been carried over into bou- 
doir patterns and this Fall we shall 
see platform soles—especially in hostess 
types—wedges, mudguards, camisole 
tops on boots and draped vamps. 

Combinations of two or more colors 
are important. Sometimes contrasting 
leather surfaces or materials are used 
instead. Sometimes. one shoe has both 
color and material combinations. 

Outstanding in patterns is the low- 
heeled slipper with closed back, open 
shanks and, usually, open toes. It is 
easy to slip on and keep on, and looks 
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SHOES 


wever fall to thrill 2 


they're Mrs. Gey" s 
ideals. Styled and 
constructed by a spe- 
cialist in this PB of 
‘ootwear, have an 
established reputation 
with all mothers. 
Smart retailers of 
juvenile eee find 
them not only profit- 
able but excellent 
builders of new busi- 
ness. 


MRS. DAY’S 


IDEAL BABY 
SHOE CO. 
DANVERS, MASS. 


FLEXIBLE 


STOCK NO. 562 

























HARD 
SOLES 

















well for informal entertaining at home 
as well as for bedroom wear. 

The children’s slippers naturally 
show less variety. Kid, capeskin, felt 
and flowered crépe are the leading ma- 
terials. A lamb’s wool collar is very 
popular. Many of these continue to use 
a little bunny head to ornament the 
front. One manufacturer shows popular 
characters from children’s books, such 
as the Three Bears, Three Blind Mice 
and Boy Blue. Some zippers are being 
used as fasteners. One very smart 
leather boot fastens with side buttons. 










Three bedroom slippers for children. Left, Felt slipper fastened 


with zipper by Swan. 


Above, kidskin boot with lamb’s wool. by 


Mondl. Right, little girl's — fabric slipper by Restful 
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DU-PLEX 


RUBBER SUEDE BRUSH 


@ Has one side to raise and revive the 


nap. 


@ The other side to clean the leather— 
make it smooth and velvety. 


EVERETT & BARRON CO. 


PROVIDENCE, 


beautiful colors. R. I. 


Lacquered in 3 
Packed in attractive counter display. 


TORONTO, 


$ CAN. 





New E.-J Line of 
Men’s Dress Welts 


ENpIcoTT, N. Y.—Endicott Johnson 
Corporation has recently brought out 
an interesting new line of men’s dress 
welts, known as the “7700 Line,” and 
priced to the trade at $2 per pair 





One of the attractive men’s shoes in the 
new Endicott-Johnson line 


across the board. This line includes a 
varied assortment of the newest pat- 
terns for the coming season, as well as 
conservative models. 

Endicott Johnson has made every 
effort to build these shoes up to a 
standard of quality not heretofore 
available in men’s welts in this price 


bracket. Judging from the enthusiastic 
reception the new line has received 
from the trade, they have succeeded 
in producing a shoe of truly excep- 
tional salability. 

The shoes are of Goodyear Welt 
construction with full-channeled, single 
or double oak soles. Uppers are of 
selected, first quality stock, custom 
styled over a group of comfortable, 
combination fit lasts. The line includes 
twenty-nine colors and patterns, all of 
which are carried in stock in sizes 5 
to 14, widths A to EEE. 

Other features of the line are 
bleached calf quarter linings, sanded 
and perforated grain leather insoles, 
and one-piece, grain leather linings 
throughout. 


Bond Shoe Store Opens 


WEsT PALM BEACH, FLA.—The Bond 
Shoe Store opened here recently with 
a complete line of ladies’ novelty and 
corrective footwear. 

This is one of the most modern shoe 
stores in the city. The entire front is 
composed of ivory vitrolite and is 
trimmed with pale green. Illuminated 
metal letters on the top spell out Bond’s 
Shoes, The interior fixtures are made 
of natural finish magnolia wood 
trimmed with mahogany. Chairs are 


chromium and ivory leather covered. 
The store is air-conditioned. 

W. L. Tobias has been appointed 
manager of the new store. 


To Open Fifth Unit 


PHILADELPHIA, PA.—Dial Shoe Com- 
pany, retail chain stores, have an- 
nounced the opening of their fifth unit 
which will take place shortly. The 
store will be located at 70 South 69th 
Street, Philadelphia. It is expected 
that alterations will amount to ap- 
proximately $15,000. 


Charles F. Strassner 


FRANKFORT, Ky.— Organizer of the 
Hoge-Montgomery Shoe Company here, 
Charles F. Strassner, 70, died at his 
summer home in Stanton, Mich., Tues- 
day. Surviving, daughters, Misses 
Josephine and Charlotte. 


Scarcity of Shoe Workers 


Concorp, N. H.—A scarcity of ex- 
perienced shoe workers, especially fancy 
stitchers, exists in New Hampshire, ac- 
cording to Mrs. Abby L. Wilder, state 
director of the State Employment Ser- 
vice. She requested that all unemployed 
shoe workers contact their nearest Em- 
ployment Service office. 
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Turn Shoes 
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KUSH-IN-EZE 
HAND TURNED FOOTWEAR 
IN STOCK 



















No. 257 
Black Kid Gored 
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Reinforcement 
Vamp and Quarter Lining 


ladies’ and children’s shoes and hosiery. 

The store building has been re- 
modeled for the new business, and the 
stock will feature Red Cross, Buster 
Brown and Central. footwear. 


Industrial Outlook Bright 


SEABROOK, N. H.—For the third time 
in two years, the Barr and Bloomfield 
shoe factory here is being enlarged to 
handle increasing business. The latest 
addition will measure 30 by 20 feet. 

The firm, now employing 375, plans 
to increase its daily production-from 
_between 60 and 75 cases of shoes to 125 
cases. 

Another cheerful industrial note here 
is a new wood heel factory in the 
Junior O.U.A.M. building on the La- 
fayette Highway, under management 
of Earl H. Pickens. He formerly oper- 
ated in the building now occupied by 
the Arnold Wood Heel Co. The new 
firm will employ 40 workers at the 
start and increase the force later. 





Device Aids Corrective 


Shoe Fitting 


















































Roberts Shoe Stores Chartered 


JACKSONVILLE, FLA. — The Roberts 
Shoe Stores, Inc., have been chartered 
here with 66 shares of no par value 
stock. Directors of the firm are listed 
as Robert Baker, Ben Baker and J. 
Spiwak. The firm will do a retail shoe 
business. 


Musgrove Shoe Store Opens 


OLNEY, ILL.—The Musgrove Shoe 
Store in the Bennett building at the 
corner of Whittle Ave. and Market St. 
here, was formally opened recently. 

Mr. Musgrove, who resigned his posi- 
tion as manager of the Miller - Jones 
Shoe Store, which he held since that 
company entered business here, an- 
nounces the new store will carry men’s, 




















New York.—The Arch-O-Scope, a new 
e to aid in corrective shoe fitting, 
is now being offered by Arch-O-Scope. 
Sales Corgaranion. New York. It is an 
device whic 


f 


tion with body weight equally “Fistrib- 
uted on both » Se Any abnormal yon 
dition can be seen immediately, and 

can be corrected by the expert shoe 


fitter. 
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ON THAT NEXT ORDER 







for nap-sueded shoes .. . because 
RUFFIT is right. Your customers 
will agree that Ruffit's 30 authen- 


aniline dyed and 





tic colors... 
. exactly meet their 









colorfast . . 
ideas of good looks and economy. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 











Adams Joins Health Spot 


BATTLE CREEK, MicH.—R. J. Adams, 
who for a number of years was as- 
sociated with the retail shoe business in 
Chicago, at Marshall Field & Company 
and Mandel Brothers, has accepted the 
position of Store Sales Manager, for 
the Health Spot Shoe Company, at Bat- 
tle Creek, Michigan. 


King’s Bootery Opens 

ATLANTA, GA.—King’s Bootery open- 
ed for business recently at 6 Peachtree 
Street, in the Peachtree Arcade Build- 
ing. Operated by Dick King, the store 
is Atlanta-owned and managed, carry- 
ing a complete line of women’s shoes. 
Located within a block of Five Points, 
Atlanta’s famous business center, the 
store is exceptionally well fitted with 
display windows, having, in addition to 
those at the entrance, a second battery 
along the entrance to the Peachtree 
Arcade Building. 





McLarty Joins J. M. High 
ATLANTA, Ga.—C. D. McLarty, for- 
merly a member of the firm of Davis 
and McLarty, in the Peachtree Arcade 
Building, is now with the women’s shoe 
department of the J. M. High Company, 
which is featuring Enna Jetticks:- 
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Buy THis Book 


New, Enlarged Edition 


MORE QUICK HELP FOR SHOE RETAILERS from 
the only book of its kind; an encyclopedia of practica- 
ble, workable ideas for the experienced merchant. 
Not a theory in this book—all tried and true... 
NOT just another shoe book, but offers the shoe mer- 
chant in addition to the 123 specific shoe promotions 
the best ideas from almost the entire retailing field 
for instant adaptation to his particular requirements. 


” 
“2800 RETAILING IDEAS 
enables you to get into action from the hour 
it reaches your hands. Concise, all “meat,” it 
is ten books boiled down into one—a time-saver 
for the busy merchant, a reminder of important 
details ; the most economical promotion you can 
buy. Some of the 89 LONGER CHAPTERS— 


Ideas for Shoe Selling, Display, Stock-keeping 





Advertising Ideas 


Merchandisin s 

Employer-Employee Ideas 
Ideas That 
Ideas That Attracted C 


Ideas to Attract Children 


39 Longer 
Chapters 
355 Pages 


$ 3.00 


POST 
PAID 
Please re- 
mit with 
order 


Anniversary Sale Ideas 
Spring and Summer Ideas 
Voting Contest Ideas 
Mailing List Ideas 
Dollar Day Ideas 
Mother’s Day Ideas 
Hosiery Ideas 


239 West 39th Street 





Prize, Discount and Gift Ideas 

Unusual and Miscellaneous Ideas 

Management and Economy Ideas 

ake Stores More Attractive 
Crowds 

Ideas for Merchants Who Get Together 

Cash, Credit and Collection Ideas 


More than 2800 ideas, ten for a cent; 
one used more than pays for the book. 


BOOT AND SHOE RECORDER 
New York, N. Y. 
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The Market Is Calling 


all buyers—wanting the latest and best-— 
tested by comparison. 

No other shoe center gives to buyers 
the chance for a choice obtainable in the 
Marbridge Building. 

When in New York—be neighborly—a 
welcome awaits you on every floor. 


D. S. MACDONALD, Mgr. 


NeW YORK 


a ee 





Hub Shoe Store Moves 


SHELBYVILLE, IND.—Frank Schoelch, 
owner of the Hub Shoe store here, has 
announced a change in location to 111 
South Harrison Street. Mr. Schoelch 
was associated with his father in the 
business in 1914 and on the latter’s 
death in 1938, assumed complete own- 
ership. New modernistic furniture and 
equipment has been installed. 


Moves to Larger Plant 


ROCHESTER, N. H.—The Robert-Hart 
Shoe Co., which has been operating in 
a small plant here, has moved to Keene, 
where more space was found. 

It has been reported that John N. 
Emerson, who opened the firm’s snop 
here, is no longer associated with the 
concern and may open a plant of his 
own. 


Winchester Shoe Incorporates 


INDIANAPOLIS—Articles of incorpora- 
tion have been filed with the Indiana 
secretary of state by the Winchester 
Shoe Company, Inc., 1511 Merchants 
Bank building here, formed to manu- 
facture and sell shoes. The corporation 
has 200 shares of capital stock valued 
at $50 a share and the incorporators 
are R. S. Baker, W. C. LeShanna and 
H. E. Pierce. 


Dave Saifer to Go 


In Business 


St. Louis—Dave Saifer, for the past 
three years production manager for 
Wolff-Tober Shoe Mfg. Company, has 
resigned to go into business for him- 


DAVE SAIFER 


self, September 1, in a ground floor 
location at 1210 Washington Avenue, 


St. Louis, and will specialize in factory 
cancellations of the better grades. 
Dave Saifer will also represent fac- 
tories on “make-ups” to the volume 
and retail trade. Mr. Saifer enjoys 
great popularity among the shoe trade, 
and his many friends wish him lots of 
success in his new undertaking. 


Gillman’s To Open Store 


INDIANAPOLIS, IND. — Announcement 
has been made that the storeroom at 
27 Monument Circle has been leased to 
a new company to be known as Gill- 
man’s Modern Miss Shoe Store. A re- 
modeling program will start immediate- 
ly and the store will be opened shortly 
after Sept. 1. Mike Gillman, owner 
and manager of the new store, said it 
will be remodeled into a _ salon-type 
store. Popular price shoes, hosiery and 
women’s handbags will be featured. 
Feature line of shoes to be carried will 
be Modern Miss. 


Ameter Appointed Manager 


OLNEY, ILL. — Announcement has 
been made of the appointment of John 
Ameter of Olney as manager of the 
Miller-Jones Shoe Store here. The new 
manager has been employed in the 
store for a number of years. 

Mr. Ameter takes the place of Alvin 
Musgrove, who resigned recently to 
open his own store. 
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Bowling Shoes 








Bowling Shoes 


Right Foot Rubber 
Sole — Left Foot 
Horse Butt Sole. 
‘e"' rubber heel. 





Stocked only in Black Kid; men’s 
high shoes, 6 to 12. 

(Littleway and Stitchdown.) Women’s 
oxfords, 3-8 (including half sizes). 
Can be had aiso in Black and Smoked Elk, 
and any color in Kid, 

Samples and prices on request 
MONDL MFG. CO. 
Oshkosh, Wis. 
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Direct Mail Builds Sales 

Loutsvitte, Ky.—S. A. Erman has 
opened a shoe store at 1545 Bardstown 
Road, the business residential section, 
which he calls, “Toddlers to Debs” and 
caters only to those included in that 
title. So far, in the few months estab- 
lished, it has proven a most successful 
undertaking. He features the Pro-Tek- 
Tix shoe and stresses fit. Business, 
which has increased month by month, 
has been built up by advertising, direct 
mail and house to house circulars. A 
mailing list was secured from the local 
school children. School boys, known to 
Mr. Erman also distributed circulars. 
These proved most effective. Both 
circulars and direct mail included cuts 
and prices. 


Canadian Business Better 


MontreaL, CaN.—To reverse the 
trend in Canadian boot and shoe pro- 


duction, which for the first half of 1938 
showed a decline of 12 per cent below 
the comparable period of 1937, a recent 
survey of leading manufacturers indi- 
cates that opening weeks of the final 
half show a mending of business with 
fair prospects of an increased demand 
going into the Fall months. 

Association officials have noted that, 
while manufacturing circles have been 
hesitant about predicting the future, 
most of the caution was due to the 
presence of “distress goods” from other 
markets at prices which bore little 
relation to factory cost. Better pros- 
pects elsewhere particularly in the 
United States, somewhat alters the sit- 
uation, it is said. 

Domestically, July and August sales 
are believed to reflect a depletion of re- 
tail and wholesale inventories, and with 
fewer offerings at our rates, the trend 
is expected to continue. Business in 
sport lines and whitewear to date has 
been especially good and while price 
continues to dominate quality in the 
more staple lines, sales staffs are be- 
ginning to report a better market tone. 

Plant equipment dealers continue to 
be cautious. Mainly they base their 
outlook upon Western purchasing 
power and final results of the crop in 
monetary terms will govern their view- 
point. It is stated, however, that re- 
ports from the Maritimes and other 
Provinces would normally reflect a 
sharpen'ng Fali demand for higher 
quality goods. 


Shoe Man Heads Sales Rally 


Fonp pu Lac, Wis.—M. Fitzsimons. 
prominent local shoe retailer and a di- 
rector of the Wisconsin Shoe Retailers’ 
Association, was chairman of the “Sales 
Mean Jobs” rally at Roosevelt Auditori- 
um recently. The meeting, under the 
sponsorship of the Association of Com- 
merce, attracted approximately 1200 
people. Speakers included Mayor Albert 
Rosenthal, Harry B. Hall, Klau-Van 
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Pietersom-Dunlap Associates, Inc., Mil- 
waukee, and De Loss Walker, associate 
editor, Liberty Magazine. 





Sees Larger Demand 
for Staples 


Sr. Louis, Mo.—A survey of the 
business outlook as reflected by sales- 
men in various sections of the United 
States indicates widespread buying in 
all staple retail lines, in the opinion 
of E, L. Boneau, sales manager of the 
Brown Shoe Company, St. Louis, who 
has just returned from a tour through- 
out the country. 

The trip was followed by the restora- 
tion of half of a 10 per cent wage cut 
which the company put into effect April 
1. Although business has not returned 
to its former leveis, it was pointed out, 
the company was willing to take the 
risk on. the present business trend and 
grant the pay increase effective Aug. 15. 

The company is the first of the west- 
ern manufacturers to restore a part of 
reductions earlier put in effect. 

Meetings were held with company 
representatives in Omaha, Minneapolis, 
Chicago, Detroit, Cincinnati, Pitts- 
burgh, New York City, Boston, Atlanta, 
Dallas and Denver. 

“The big wheat crop is a decidedly 
optimistic factor to salesmen in the 
central western, Rocky Mountain, and 
north central states, “Boneau said. “In 
the larger cities such as Chicago, Bos- 
ton and New York, salesmen were 
anticipating a wave of buying in the 
shoe line, particularly, because of de- 
pleted stocks in many quarters. Since 
the beginning of the ascent in the stock 
market index, optimism has taken an 
even more assured turn, as indicated 
by nications from our represen- 
tatives since my return.” 

Boneau said shoe sales are especially 
sensitive to business fluctuations be- 
cause shoes are universally worn. 








The Shoe of the Month 
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Innersoles and Counters 


MANUFACTURER / 


7O SHOW you 


NEWFLEX PIGSKIN 


INNERSOLES * COUNTERS © WELTING- 


EDGAR S. KIEFER TANNING CO. 
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Dancing Shoes and Taps 





PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 


DAVID T. NATHAN 
138 Lincoin St., Boston, Mass. 























Somersworth Plan Successful 


SomerswortH, N. H. — Five years 
ago, when Somersworth faced the 
greatest crisis in its history, the shoe 
workers of the city agreed to purchase 
and equip two shoe factories. That 
their judgment was well founded is in- 
dicated by the five-year summary of the 
operating costs which has been issued 
by the Somersworth Realty Company, 
showing that the debt incurred at that 
time, amounting to $64,697.33, had, on 
Aug. 1, been reduced to $38,000 with a 
cash balance on hand of $3,000. 

In addition to the retirement of the 
debt the shoe workers have received 
over $2,000,000 in pay during that 
period from the Becker Shoe Company, 
Somersworth Shoe Company, and Free- 
man Shoe Company, who have occupied 
the factories and given employment to 
nearly 1000 operatives. 

In 1933 the Nashua Manufacturing 
Company announced its intention of 
discontinuing all local operations. A 
committee of local citizens induced the 
local banks to advance enough money 
to purchase the two factories and equip 
them properly. 

The entire debt will be liquidated in 
two or three years if the present rate 
of employment continues and the tenan- 
cy remains about as at present, but this 


Shoe Men Make Big Catch 


Bill Joyce, of Joyce, Inc., Pasadena, 
Cal., and Harold Volk, of Volk’s, Dallas, 
Texas, made an extraordinary catch of 
forty-pound yellowtail and some tuna 
when they went on a fishing trip recent- 
ly to the Guadelupe Islands, 250 miles 
south of San Diego, and about 150 
miles out to sea, where a phenomenaal 
run of tuna a yellowtail was taking 
place. Fishing for these big fellows 
with light tackle is no light work, but 
from their smiles, we gather that they’re 
“happy about the whole thing.” 





can be accomplished in a lesser time 
if the employment and wages continue 
to expand. 

The agreement applies to all work- 
ers, local or non-resident and nothing 
is lost to any worker who happens to 
leave the employ as whatever his stock 
ownership happens to be, dividends will 
be paid on that ownership as earned. 
Figures just released by the trustees 
show that these earnings should run 
from five to eight per cent. 

There are very few examples of 
sounder industrial development through 
the joint cooperation of municipal au- 
thorities, industrial employees and 
financial institutions than this, nor one 
based on sounder business principles. 

The fact that the present looks good 
for substantial annual dividends while 
so many other stocks are paying no 
dividends at all and much real property 
is distressed through tax burdens adds 
to the soundness of this investment. 

The best result has been continuity 
of local employment, the advancement 
of so many young people into jobs that 
today represent trades actually learned 
at which they can work in any com- 
munity making shoes, and the oppor- 
tunity for Somersworth to keep its bal- 


ance. 


Buy Shoe Stock 


EstHervILLe, Iowa.—Carl G. Ander- 
son and R. T. Soeth, who operate the 
A & S Shoe store in Emmetsburg, Iowa, 
have bought the Hammes shoe stock 


WHERE 
TO 
BUY 


Men's Shoes 


“HIGHEST GRADE ONLY™ 
EAST WEYMOUTH, MASS., U. S. A. 














naw Be) 
SOv.E & HEEL 


° 
>PAIM LEATHER 
NNERSOLE 


t AL WATER 
RESISTING TANNAGE 


EATHER QUA 
LININGS 


GREAT 


EASTERN 
SHOE CO. 


Se LiIMCOLm $7 
BOSTON 


eree 


Dancing Shoes and Taps 


a a le i el eel 


FLEXIBLE TAP DANCING SHOES 


Lightening 
Step 
by 
NEW 
osco 


me-stock PROCESS 


\. White Kid 
Women’s AA-4'2-9 ¢ $1.50 

“  A-B-C-2'/2-9 é 1.50 
Misses’ A-B-C-11'2-2 .... d {. 
Children’s B-C-8'2-11 t. 


Owens Snoe Co. 22 Serdhus 








and will immediately close it out, re- 
model the store and install a complete 
new stock of women’s, children’s and 
men’s shoes with Mr. Anderson as 
manager. Mr. Soeth will continue with 
his traveling job. The new store is to 
be known as The Estherville Shoe 
Store. Charles Duhigg, Jr., has been 
made manager of the Emmetsburg 
store succeeding Mr. Anderson. 
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POSITION WANTED 








EXPERIENCED SHOE SALESMEN 
To carry a line of men’s high grade cushioned 
footwear in up-to-the-minute styles and patterns 
retailing from $4 to $7. Only salesmen who have 
an established following in Alabama, Mississippi, 
Louisiana and Texas need apply. 

ROHN SHOE MANUFACTURING COMPANY 

512 W. Florida St., Milwaukee, Wisonsin. 








Best Known—Fastest Sellin 
Established trade in West Virginia, Kent and 
Tennessee. Also New York State, Pennsylvania, 
Ohio, Indiana, Wisconsin, Illinois, Minnesota, 
Towa, as Arkansas, Nebraska, Kansas, Okla- 

a, Texas. 


THE GEO. N. COHEN CO. 
81 READE STREET, NEW YORK CITY 











ALESMAN:—Brooklyn, New York, Long 

Island, Connecticut, Pennsylvania, Delaware, 
Maryland, Dist. of Columbia, Michigan, Mis- 
souri, Ohio—to carry side line of ladies’ $5.00 
and $6.00 arch type and corrective shoes, In- 
stock and Make-ups on commission basis. Ad- 
dress $928, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y 





SALESMEN with following to carry well- 
known, popular priced line of cork sole 
sandals and novelty slippers. Commission basis. 
Address $930, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


SALESMAN wanted by large St. Louis 
Women’s Novelty Footwear in-stock house for 
Mississippi. Here is a real money making oppor- 
tunity for a live wire salesman. When applying 
give age and amount of road selling experience 
in this territory. Address #936, care Boot and 
Shoe Recorder, 1627 Locust St., St. Louis, Mo. 








FACTORY line of women’s style and feature 
shoes in the three to five dollar retail field 
wanted by a young man—30 years of age—who 
has ten years of successful selling experience 
with retail, chain and department stores located 
in Greater New York. Has a large and diversi- 
fied following and sells to the best stores; is 
thoroughly familiar with factory details, is en- 
gaged at present but would like to change to 
join a real jive wire organization. For further 
details, address Box $940, care Boot and Shoe 
— 239 West 39th Street, New York 
ity. 


BUYER—Women’s shoe department. Thor 
oughly experienced, excellent executive abil- 
ity, sound knowledge of proper merchandising. 
Capable assuming complete charge. Moderate 
salary. Address $931, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y 








Y OUNG man, 32, with 12 years’ knowledge of 

every phase of shoe retailing—buying, win- 
dow trimming, advertising, sales promotion, foot- 
fitting, store wishes to make con- 
nection with progressive firm in the East. Ad- 
dress $920, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y 








HELP WANTED 


SHOE STORE WANTED 





PATTERN man and designer specializing in 
sandal and slipper footwear. Within 100 miles 
from New York. State experience and salary. 
Address #933, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





FOR SALE 


FoR SALE—Newly equipped Shoe ~~ one 

block from Bloomingdale’s Department Store. 
Fixtures without Stock. Present owners carry- 
ing high grade line. Store needs medium price 
lines. Rental $200. Good opportunity for man 
with limited capital. Address $939, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York City. 








FOUR Shoe Stores for Sale. Located in four 
medium sized cities in Ohio doing a profit- 
able business. Inventory eo $20,000.00. Sick- 
ness compels me to retire, T. J. Casey, Mineral 
City, Ohio. 





S ALESMAN wanted covering jobbers and de- 
partment stores, and chains with a line of 
men’s McKay house slippers, retailing at $1.00 
to $1.50. Commission basis. Address $934, care 
Boot & Shoe eee. 239 West 39th Street, 
New York, N. 


SALESMAN WANTED: — Experienced in 
shoe or affiliated lines for middle west terri- 
tory tributary to Chicago. Fair commission 
basis with expenses and reasonable drawing ac- 
count advanced. Give full personal qualifica- 
tions, detailed experience and results for past 
five years. All answers confidential if requested. 
Address £932, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








SHOE DEPT. WANTED 





S'10E Department wanted. Any progressive 
town. Percentage hasis. Personal supervision. 
Address £938, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





PATENT ATTORNEY 





WiLL pay cash for shoe store doing twenty to 
fifty thousand. Write full information. 
E. Wolfe, 5535%4 Winthrop Ave., Chicago, III. 





MANAGER WANTED 


OPENING five ladies’ Shoe Depts. backed by 
a very large concern using “plan” system, 
need managers with $300.00 to $500.00 to invest. 
Very good proposition. Address #937, care Boot 
4 o, as See 239 West 39th Street, New 
or’ 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 
We will buy surplus or entire stecks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 














BUSINESS OPPORTUNITY 











OULD you like to earn your present salary 
or more on spare time work? The most 
Unique method of preserving baby shoes for 
book ends and mantelpiece on the market. Write 
M. E. Watson, Bellefontaine, Ohio. 


SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5181 








WE BUY 
Entire or ig Wholesale and Retail 
Stocks. ded Shoes such as 
nim siete aa eet, "ee 
, Are er, n - 
tealaon, Stetson, Red Cross, Nunn-Bush, Ete. 
BVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 

















address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisemenis is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


8@ Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@& 






In all other cases each word of the 
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MERCHANTS’ NEEDS 


BUSINESS OPPORTUNITY 








SEND 


for a copy of our new catalog illustrat- 
ing the newest in Shoe and Hosiery 
Display Fixtures. 


Sixteen pages of suggestions vital to 
every merchant interested in increas- 
ing his sales. 


Segall & Sons 


DISTINCTIVE DISPLAY FIXTURES 
925 ARGH ST., PHILADELPHIA 








The Complete Line of 
SHOE 
ORNAMENTS 
AND Svaes 


Buttons and Zippers 


Wanolis Manufacturing Co. 
4248 No. Crawford Ave., 
Chicago, III. 














Would Study Labels 


WASHINGTON — Representative Mi- 
chael J. Bradley, Domocrat, of Pennsyl- 
vania, a staunch advocate of bigger 
and better labels on consumer goods, 
has proposed an exhaustive study of 
labeling practices in an attempt to 
curb consumer deception through “mis- 
representation” and “concealment of 
essential facts.” He wants Congress 
to turn over $100,000 to the FTC to 
make the survey and an additional 
$5,000 to print the story of its find- 
ings. 

Existing law as applied to malprac- 
tices in the use of labels, the Congress- 
man feels, is inadequate since the 
consumer and in some instances the 
Government are ignorant of trade 
terms used and the volume and type 
of information necessary to carry the 
essential information to the purchaser. 
The FTC, as a part of its investiga- 
tion, would survey the field of com- 
mercial standards, rules of simplified 
practice, systems of grade or quality 
labeling, purchase by specification, 
union labels and mechanisms for stamp- 
ing out unfair labeling practices. 

The Federal Trade Commission 
would not only scrutinize the extent 
of such practices, but would recom- 
mend remedial steps to be taken by 
the 76th Congress, which convenes 
next January. 


Opens Modernized Shop 


GREEN Bay, Wis. — Newman’s has 
opened its modernized women’s fash- 
ion shop here featuring a new shoe de- 
partment. The new shop is air cooled 
throughout and attractively furnished. 





MERCHANTS’ NEEDS 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass, 











Hold Outing 


MANCHESTER, N. H.—More than 500 
employees and guests of the United 
Shoe Makers’ Corporation of Haverhill, 
Mass., enjoyed an outing at Pine Island 
Park. 

Guests included State Senator 
Charles A. McCaree, Representative 
Daniel J. Minehan, George Coddare, 
Jy., Charles Morrill, Mr. and Mrs. 
Martin Zuckerman, Mr. and Mrs. Ben 
Pollack and John Dondero, Samuel 
Winer, president of the corporation, 
delivered a brief address. 


Hollywood Designer 
Forecasts Fall Fashions 


HOLLYwoop, CALIF.—Taking time off 
from the designing of costumes for 
Ann Shirley and Nan Grey to wear in 
the Columbia picture, “Girl’s School,” 
chief designer Robert Kalloch fore- 
casts a very luxurious and sophisti- 
cated Fall season. Some of the influ- 
ences which Kalloch feels will glorify 
and enchant women this coming season 
include hats, dresses, coats, shoes and 
accessories. 

Dresses will be extremely simple 
with form fitting appearance and a 
slight flare to the skirts, which by the 
way, will be shorter this season. Wool 
will strike a new high in evening 
fashion embroidered with semi-precious 
stones. 

In shoes and accessories, shoes will 
have the “bandage” look. Handbags 
will be very large and with a draped 
fabric appearance. Gloves and shoes 
will match. Kalloch also feels that 
there will be a return to gunmetal and 
sheer black hose. 


Celebrates Anniversary 


BOONVILLE, IND.—Edward Shafer, 
who is in charge of the shoe depart- 
ment of the George J. Roth department 
store here, has just celebrated his 43rd 
anniversary being with this company. 
He is one of the oldest shoe salesmen 
in point of years in southwestern In- 
diana. He is still in the prime of life, 
active and vigorous and bids. fair to 
live a good many years yet to serve 
his patrons., The shoe department of 
the George J. Roth company handles 
the Walk-Over shoes and many other 
well-known brands. 


INCREASE YOUR SALES 
3 with the original 
_ SHOE DOCTOR SHRINKERS 


ADDITIONAL SALES are 
made when you obtain the 
confidence of your customers 
by giving those hard-to-fit 
feet a perfect fit. Our Shrink 
ing Devices, when used with 
our specially prepared fluids. 
give the proper fit to shoes 
which fit large around the 
top, slip at the heel, or gap 
at the sides, Any fullness 
or wrinkles in leather or 
fabric are easily shrunk 
without harm. 


Curved type fron 
Send your order or write for detail information. 


Special combination offer $25.00 (fluids in- 
cluded in above prices) f.0.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 


121 KE. Sist Street, Indianapolis, Ind. 








No Mis-Mates with Mate Marks 
2450 2450 2450 


Gus V. Wells—686 45th—Des Moines, Ia. 


Send Free Samples and Prices 








Improved Business Conditions 


LOUISVILLE, Ky. — Conditions in the 
shoe business seem improving. Stores 
are crowded and better type shoes are 
the best sellers. The Boston Shoe Store 
is among these reporting a good in- 
crease in Summer business over last 
year. Mr. S. C. Gold, manager of 
Kaufman’s Basement Shoe Department 
reported a 40 per cent increase in sales 
over last season and anticipated a 
similar increase in Fall business, with 
a 90 per cent trend toward suedes. 


New Company Organized 


MILWAUKEE, Wis.— The Enterprise 
Shoe Co. has been organized here by 
Henry Lauenstein and William G. 
Gruber, the latter formerly with the 
Mayer Martha Washington Shoe Co. 
The new firm is located in quarters oc- 
cupied by the Gust Lauenstein Shoe 
Co., 2739 N. Tenth St., manufacturers 
of shoes and slippers, and will continue 
to produce the Lauenstein line in addi- 
tion to new lines now being developed. 
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Dayton Retailers’ Hold Picnic 

DayYToN, OHIO — Approximately 50 
members of the Dayton Shoe Retailers’ 
Club, shoe clerks and friends attended 
the second stag picnic to be staged ‘dur- 
ing the current season at Edelweiss 
Park. Carl Weber, the polo playing 
shoe dealer, and James Gabler, secre- 
tary of the club, were in charge of ar- 
rangements. 

. A feature of the program was a 
baseball game between the shoe dealers 
and the Edelweiss Club. The shoe men 
managed to win the contest by one run, 
with the score standing at 11-10 when 
the dinner bell caused a halt. 

A horse-shoe throwing contest was 
also held and M. H. Riggs, club presi- 
dent, won considerable applause when 
he made a “ringer.” P. J. (Pete) Myer, 
dean of Dayton’s shoe retailers, who 
was unable to be present for the previ- 
ous outing, was on hand for the festivi- 
ties. 

The next regular session of the Day- 
ton Shoe Retailers’ Club will be held 
September 14 in the Miami Hotel. All 
traveling shoe men in the territory at 
that time are invited to attend. 


Named Exclusive Dealer 


NEENAH, W1s.—A. P. Johnson of the 
Johnson’s Custom Boot Shop here, has 
been named exclusive dealer in the Fox 
River Valley for French, Shriner & 
Urner shoes for men. 


Honored by Chamber 
of Commerce 


BEAVER DAM, Wis.—The Weyenberg 
Shoe Co., operating two plants here, 
was recently honored by the Beaver 
Dam Chambe1 of Commence in an In- 
dustry Appreciation Meeting, which is 
being carried on to show this commun- 
ity what local industries mean to 
Beaver Dam. 

These meetings already have honored 
Weyenberg Shoe Co., Ziegler Brewery 
and Malleable Iron Range Co., all large 
institutions, with sizable payrolls. 

At such meetings tickets are printed 
on some article representing a product 
made by the company. In the case of 
the Weyenberg Shoe Co. they were 
printed on small leather soles.. The 
manufacturer so honored, too, carries 
a complete display of his products in 
the lobby of the hotel in which the 
meeting is held. 

There is no cost to the manufacturer, 
except what he wishes to give away 
in the form of souvenirs. After the 
public banquet, a representative of the 
company tells something of the history 
of the firm honored, its taxes, payroll, 
ete., and thus people get an idea of 
what the firm means to the local com- 
munity. 

The Chamber of Commerce conducts 
a vigorous ticket selling program be- 
fore each meeting so as to get h good 
attendance from local business men and 
townspeople. This sort of attitude is 
appreciated by industry. 
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BOOTS AND SHOES 


CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass. ......................... 
CONNELL, J. M., SHOE CO., S. Braintree, Mass. .................00.ceceeeeee 
DANVERS SHOE CO., Manchester, N. H. .............. 0. cc cece cece eee teens 
EVANS, L. B., SON CO., Wakefield, Mass. .............0 ccc cececceeeeereeeeees 
FREEMAN SHOE CORPORATION, Beloit, Wis. ..................0.ceceeeees 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. ............ cece e ec eaee Back Cover 
GREAT EASTERN SHOE CO., Boston, Mass. ..............0.0c0cceceeeeeeees 4 
MONDL MFG. CO., Oshkosh, Wis. ............. ccc ccc ce cence cece eeeeceteenees 40 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. ................. 00005 36 
MYERS, D., & SONS, Baltimore, Md. ..............0...0 ccc cece cece eeeeecenes 31 
NATHAN, DAVID T., Boston, Mass 

NUNN-BUSH SHOE CO., Milwaukee, Wis. ............... 0. 0sececeeeeeee 3rd Cover 
O'DONNELL SHOE CO., Humboldt, Tenm. .................. ccc eeeceeeeeeeee- 36 
OWENS SHOE GO: Salem, Mates... 5 occ s oo ccc ccnccccesctecsosceveceus 4] 
PETERS SHOE COMPANY, St. Louis, Mo. ..............seeeeeesereeeeeeeress 1 
WATERBURY, S., & SON CO., Brooklyn, N. Y. 0.0.0.0... ccc ees 25 


LEATHER AND OTHER MATERIALS 


KIEFER, EDGAR S., TANNING CO., Chicago, Il. 

OHIO LEATHER CO., Girard, Ohio 

BE Cerna a ia vi viens veces cateseccsivecetedecesccrestees 38 
SLATTERY BROS. TANNING CO., Boston, Mass. ...........-..ccseececeecees 38 
SURPASS LEATHER CO., Philadelphia, Pa. .....................0005. Front Cover 
TANNERS COUNCIL OF AMERICA, New York City 

UNITED STATES RUBBER PRODUCTS, INC., New York City 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


DU PONT, E. I. DE NEMOURS & CO., INC., Arlington, N. J.................. 27 
EVERETT & BARRON CO., Providence, R. [. 2... 0. cece ec e cece cee eeeeeee 37 
UNITED SHOE MACHINERY CORP., Boston, Massa.... ....... 2, 23, 32, 2nd Cover 


STORE EQUIPMENT AND ACCESSORIES 


HOWELL MFG. °CO., St. Charles, Il. ........ 160. cecce eee cece renee ec eees 36 
MANOLIS MANUFACTURING CO., Chicago, Ill. ...............00e ce eeee oe 43 
MOHAWK CARPET MILLS New York City 

SCOTT FOOT APPLIANCE CO., Omaha, Neb. ..... ...........c0eeeeeeeees 30 
SEGALL & SONS, Philadelphia, Pa. .............. ccc ccceceec eee eeeeee ceeeee 43 
SMELTZER, E. C., CO., Indianapolis, Ind. ........ ....... cesses ee oe veweee 43 
WELLS, GUS V., Des Moines, Towa 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
KIRSCH-BLACHER CO., INC., New York City 

MARBRIDGE BUILDING, New York City 

POLACHEK, Z. H., New York City ; 

REPUBLIC BUILDING, Chicago, Ul. .........6..00c.ceeee coseceueeeeeeeues 
RUBIN, IRVIN, New York City ... 
STEPHENSON LABORATORY. Boston. Mass. 
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